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a In February, 1898—38 years ago—a Superintendent of Schools in a 
4 western state took out a sufficient amount of insurance in The 
ore a Equitable to provide an income of $1,000 a year for his wife for as 
Ta long as she survived him. The policy stipulated that the income 


ial would be paid for a minimum period of 20 years following the death 
ber of the Insured. After paying two annual premiums, the Insured 
died. In June, 1899, The Equitable started to pay to the beneficiary, 
then 39 years of age, the stipulated income of $1,000 a year. Con- 
e May tinuously, year after year since then, this beneficiary has received 
apes her annual instalment of $1,000 from The Equitable, an aggregate 

to date of $37,000. She has enjoyed this income not only for the 

minimum period of 20 years, but for an additional 17 years. Under 
laim the terms of the policy she will continue to draw this same income 
uper- for as long as she lives. 


This case is of particular interest because it was the first Life 
Income Annuity Bond settlement effected under an Equitable life 
insurance policy. As the beneficiary is now only 76 years old, it is 
= not unlikely that the income will continue for some years to come. 
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UMBER ONE problem most beneficiaries face is the 
difficulty of translating lump-sum insurance into 
usable income to take the place of pay-checks. 

Most universally salable solution—have the father 
use Union Central’s Multiple Protection Plan, leave 
money every month to pay inescapable bills till the 
youngsters are grown and self-supporting. 

Ads like the one above (a full page in May 2nd 
Post, May 18th Time) point up this problem swiftly 
and dramatically. Then deftly weave in Multiple 
They do this twin 
job so powerfully that Union Central field men find 


Protection as the ideal solution. 


many a “cold” prospect nearly ready to close on first 
call! 


The 
UNION CENTRAL 


Life Insurance Company 


CINCINNATI, OHIO 








There were no 


SHIELDS 


in the 
STONE AGE 


But when man’s 
budding intelligence 
showed the necessity 
for some form of pro- 
tection, he instinctively 
turned to the Shield, 
and the Shield from 
that day to this, has 





been man’s most uni- 
versal form of defense 


and protection. 


In 1936 still more thousands are turn- 
ing to the Shield Company for complete 
Life Insurance protection, swelling 
the numbers of the mighty army of 
2,349,000 people who received from our 
3,000 Shield Men their Shield of 


Protection. 


IN FORCE 1936 its greatest year, as indeed, each suc- 


IN 1936: 
$455,993,873 ceeding ‘year since 1932 has seen the volume 
IN 1932: of Life Insurance in force swept to historic 


$308,255,850 new levels. ... 
GROWING GREATER EVERYDAY 


The NATIONAL LIFE AND 
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New York Grist in 
Legislative Mill 


Some of the Measures That Met 
With Approval of Legislature 
Are Analyzed 


REVIEW OF THE SESSION 


Number of Bills Introduced Were Radi- 
cal But Failed to Gain Much 
Support 





yhom a decedent has directed the pur- 
chase of an annuity will no longer be 
tle to thwart the giver’s wishes and 
demand the capital sum instead, accord- 
ing to a measure passed by the New 
York State legislature and just signed 
by the governor. Until now, no matter 
how specific and mandatory a testator 
night make his will on this point, the 
person for whom the annuity was to be 

@ jought could upset the plan and demand 
ash instead—and get it. The measure 
becomes Section 47-b of the decedent 
estate law. 


Hirst Advocated the Bill 


Albert Hirst, counsel New York 
State Life Underwriters Association, in 
his brief filed with Governor Lehman 
wging the signing of this bill, pointed 
out, that the enactment last year of Sec- 
tion 55¢c of the insurance law removed 
the underlying reasons for the old law’s 
existence. These reasons were (1) that 
a annuity can be be readily sold, and 
(2) that an annuity is subject to the 
caims of the annuitant’s creditors and 
that if the testator had desired to pro- 
tect the legatee he would have created 
4 trust. 

Mr. Hirst noted that section 5: 
provides that where the consideration 
for an annuity has been paid by a per- 
son other than the annuitant, which ob- 
viously would be the case where a test- 
lator directs the purchase of an annuity 
for someone else, the annuity may be 
made non-transferable and is not sub- 
lect to claims of creditors of the an- 
iuitant except in an action for neces- 
saries, 


Attempt to Reduce Interest Rate 


Under the new amendment to the 
decedent’s estate law it is still possible 
lot a testator to provide in his will that 
the legatee may have the right to elect 
the capital sum in lieu of an annuity. 
Also the amendment does not change 
the right of a surviving spouse to elect 
‘ash in lieu of annuity, no matter what 
the will provides to the contrary. 

In the legislative session just ended 
‘ere were quite a few attempts to com- 
rl reduction of the interest rate on 
policy loans and in other radical direc- 
‘ions, but all of these failed of passage. 

€ most drastic of these -policy loan 
Proposals would have reduced the max- 
mum permitted rate from 6 percent to 
‘percent. Another bill would have re- 
(CONTINUED ON PAGE 10) 
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NEW YORK, May 21.—Legatees for 


' Admitted Assets g 
*272 companies; **283 companies; £295 companies; [313 companies; ‘f'f275 companies. 





Travelers and Aetna Life 
Hit by Opinion in Illinois 





ATTORNEY-GENERAL STRIKES 





Holds Life Company May Not Write 
Compensation and Liability—Action 
of Palmer Awaited 





HARTFORD, May 21.— Travelers’ 
officials were non-committal today over 
the opinion of the Illinois attorney- 
general that life companies may not 
write workmen’s compensation or lia- 
bility in Illinois. The Travelers’ legal 
staff is keeping close contact with de- 
velopments through local counsel en- 
gaged some time ago, the Chicago law 
firm of Kirkland, Fleming, Green, 
Martin & Ellis. The dispute, it is ex- 
pected, will be taken to the courts in 
view of the long standing differences 
of opinion that have existed since the 
question was first raised. 


_< 


The Illinois attorney-general has 
handed down an opinion, which affects 
exclusively the Travelers and Aetna 
Life. He finds that life insurance com- 
panies are not permitted under the IIli- 
nois statutes to insure other lines than 
life, accident and health. The Travelers 
Insurance Company has been insuring 
workmen’s compensation risks, automo- 
bile public liability and other third party 
personal injury coverages, leaving to the 
Travelers Indemnity principally the in- 
surance of direct property damage and 
third party property damage liability. 

The Aetna Life until a few years ago 
foilowed the same practice as the Trav- 
elers, but in recent years it has been 
transferring to the Aetna Casualty all 

(CONTINUED ON PAGE 20) 





Government Needs Trained 


Actuaries, Parker Holds 





‘WIDE FIELD FOR SERVICE 





Canadian Company Official Cites Many 
Opportunities in Actuarial Society 
Presidential Address 





Social security and other legislation, 
and administrative functions of govern- 
ment today call for the use of trained 
actuaries and present a big field of serv- 
ice which the profession can and should 
give, J. G. Parker, president Actuarial 
Society of America and actuary Im- 
perial Life of Toronto, said in his ad- 
dress at the New York meeting of the 
Actuarial Society this week. The use- 
fulness of actuaries extends to state 
and provincial, governments of this 
country and Canada, Mr. Parker said, 
and commercial and financial institu- 
tions also long have had a need for 
such service, which is becoming more 
generally recognized. 


Needs Service of Actuary 


Practical administration of the social 
security law demands expert actuarial 
advisers as well as actuarial assistants 
in carrying out the immense detail in- 
volved, especiaily in operation of the 
old age pension plan and development 
of statistical surveys on unemployment 
compensation, aid to dependent chil- 
dren, crippled children, blind and pub- 
lic health problems, etc. 

The Treasury Department in addition 
to extra work called for by the social 
security legislation has numerous prob- 
lems requiring actuarial advice, such as 
determination of budget, estimate of in- 

(CONTINUED ON PAGE 20) 





Great Book Gives | 
New Life Reports 


No Opinions But Full Information 
in Unique Manual-Digest, 
Just Out 


MOST COMPLETE IN FIELD 


Vast Amount of Policy and Cost In- 
formation Is Combined With Full 
Financial Analysis 


With publication this week of the new 
and greatly enlarged Unique Manual- 
Digest for 1936, just off THe NATIONAL 
UNDERWRITER press, the life insurance 
business at last has at its command, for 
the first time in history, a reference 
book giving both broad financial reports 
on all companies and extremely compre- 
hensive policy, rate, dividend, and value 
data, all in one single volume. This 
new “all-in-one” encyclopedia of life 
insurance facts and figures undoubtedly 
contains the widest collection of useful 
data ever assembled in one volume for 
use in life insurance work, and not a 
small amount of this vast amount of in- 
formation is practically unavailable from 
any other source. In addition to all the 
rate and dividend books of all the com- 
panies, one would need, to replace the 
“Unique Manual,” the state reports of 
all the 48 states. Furthermore, no other 

(CONTINUED ON PAGE 18) 








LIFE INSURANCE TOTALS FOR 1935 


Life insurance in force totaled $106,- 
636,967,644 at the end of 1935, or 2 per- 
cent more than at the end of the pre- 
vious year, according to actual totals 
of 272 legal reserve life companies, 
compiled by the Unique Manual Digest, 
published by THe NATIONAL UNDER- 
WRITER. New business in 1935 totaled 
$16,384,863,202, a 2 percent decrease, 
while new life premiums increased 21 
percent totaling $377,203,603, indicating 
that one reason for the decrease in the 
total sales is the purchase of the in- 
vestment type of policies with higher 
premiums. 


New Premiums (Life) 
Renewal Premiums (Life) 
Industrial Premiums 
Annuity Premiums 


Dis. and D. L Premiums................ 


Total Premium Income 
New Business 


Total Insurance in Force............... 


Ordinary 
Group 
Industrial 





Admitted assets increased 6.5 per- 
cent, totalling $24,857,102,403 on Dec. 
31. Annuity premiums showed another 
substantial increase in 1935, although 
less in proportion than in the previous 
year. Annuity premiums in 1935 to- 
taled $514,193,485, of which $387,671,- 
982 were new premiums and $126,521,- 
503 renewal. In 1934 annuity premiums 
totaled $436,933,489, with $348,674,965 
being on new business. In 1933 the 
total annuity premiums were $208,705,- 
754, compared to $198,303,948 in 1932. 

Life death claims totaled $919,376,511 
in 1935 according to the Unique Man- 


Dec. 31, 1935* 





Dec. 31, 193477 Dec. 31, 1933** 


ual Digest. Matured endowments were 
$164,030,485, - total annuity payments 
$93,656,759, total paid policyholders $2,- 
705,199,217. 

There was. $119,185,944 annuities ‘is- 
sued on annual payment basis, making 
the total in force $558,276,030. The 272 
legal reserve companies reported upon 
had $887,192,839 assigned surplus and 
$536,508,269 contingency reserves.. The 
stock companies in this group had $144,- 
29,147 total capital. 

A comparison for the last five years 
as taken from tabulations in the Unique 
Manual-Digest shows: 


Dec. 31,1932 Dec. 31, 1931+ 


...$ 377,203,603 $ 311,830,920 $ 258,310.441 $ 308,444,126 $ 568,430,970 
...  2,255,373,801 2,242,121,412 2,259,341,828 2.277,397.420 2,530,281,029 
= 646,465,941 650,121,358 649,283,558 706,742,274 803,674,619 
ee 514,193,485" 436,933,489" 280,705,754 198,303,948 ‘ 
97,215,155 98,863,886 101,225,523 113,884,390 . 
... 3,890,451,985 3,739,871,065 3,548,867,104 3,604,772.158 3,902,386,618 
... 16,384,863,202 16,763,097,360 16,258,466,018 16,555,396,741 19,817,494,437 
106,636,967.644  104,446,703,493 103,219,119,878 108,290,757.814 114,596,729,723 
... .77,526,990.614  § 76,842,949,414 76,835,071.336  81,502,444.614 — 85,866,786,804 
... 11,186,905,419 10,135,729,836 9,372,525,893 9,624,161,528 10,567.761.340 
... 17,923,071,611 17,468,024,243 17,011,522,649  17,164,151.672 18,162,181,579 
...  24,857,102.403 _ 23,334,397,702 22.281.489;790 § 20,969.152.010 21,370,800,087 


‘New annuity premiums represent $387,671,982 of the total in 1935, $348,674.965 in 1934. 
*Not available on comparative basis. 
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Inspiring Comments During Life Insurane 


Week from Near and Far 


Talks on life insurance and its advan- 
tages were given at special meetings im 
cities all over the country during Life In- 
surance Week. Most of the gatherings 
were sponsored by local life underwriters 
associations. A few of the timely thoughts 
expressed follow: 

el 


SAFEGUARDS PUBLIC WELFARE 


As an instrument for safeguarding the 
public welfare, life insurance has out- 
distanced all other media, said Justice 
John W. Shenk of the California su- 
preme court, in a talk at San Francisco, 
The vast sums paid out by life insur- 
ance companies to policyholders is from 
money that is saved, whereas relief pay- 
ments are made from money which is 
to be collected in the future from taxes 
which have not yet been levied, he said. 
While life insurance had its origin in 
private enterprise, it has attained a com- 
manding position as a world force for 
the betterment of social conditions. It 
has come to this commanding position 
through the initiative and courage of a 
group of men as much deserving of 
immortal fame and glory as any other 
class of benefactors of mankind, he de- 
clared. 

Ck 
IN SOUND CONDITION 


Insurance salesmen are second only to 
ministers and teachers in the degree of 
responsibility and trust imposed by the 
public, Commissioner Gentry of Ark- 
ansas said in a talk at Texarkana. In- 
surance companies, now in the soundest 
condition in all history, have not re- 
quired federal subsidies to the same ex- 
tent as banks, railroads and agriculture. 


* *k * 
SOCIAL SECURITY PROVIDED 


An extensive Life Insurance Week 
program was sponsored by the Coop- 
erative Club of Shorewood, Milwaukee 
‘suburb. Features included a talk by M. 
J. Cleary, president Northwestern Mu- 
tual Life, and an insurance playlet, 
“Business Is Business,” written and 
staged by Laflin Jones of the North- 
western Mutual’s home office. 

“Life insurance is a business of serv- 
ice,’ Mr. Cleary said, “rather than one 
of profit. Life insurance in America is 
truly a business of trusteeship.” Wealthy 
people do not own the life insurance 
companies. The $100,000,000,000 of po- 
tential estates in life insurance, repre- 
sent 40 percent of the wealth of Amer- 
ica, and belong to 63 million Ameri- 
cans, an average of $1,600. Life com- 
panies have $23,500,000,000 in assets, 
$400 per policyholder. 

Life insurance has sold social security 
for 100 years, insuring security for 
families, old age, education and the like, 
said Mr. Cleary. As to a program of 
social security for future generations he 
urged sound and sane thinking, adding 
that 60 million Americans today have 
provided it for themselves and their 
families. 

“Let us encourage extension of that 
spirit rather than encourage leaning on 
the government,” declared Mr. Cleary. 
‘Personal freedom and personal liberty 
are impossible without economic inde- 








Valuable Jewels Used in 
Cleveland Week Display 


One of the most unusual coop- 
erative displays during Life In- 
surance Week was devised by the 
H. W. Beattie & Sons, Cleveland 
jewelers. Diamonds, amethysts 
and black onyx were used to form 
the owl and slogan of “Be Wise.” 
There were 2,670 stones valued at 
$115,000. 














pendence. Life insurance furnishes the 
vehicle for financial independence. The 
institution of life insurance provides for 
good citizenship, the attribute of which 
is to provide for those dependent. The 
obligation of a good citizen is to pro- 
vide for his dependents and for himself 
in old age. Clearly, the obligation of 
good citizenship is to provide society 
with a family that is intelligent, con- 
scientious and self supporting, or our 
type of institution cannot survive.” 


* * * 
SAFETY FIRST CONSIDERATION 


At Richmond, Va., John M. Miller, 
Jr., president of the First & Merchants 
National Bank of Richmond, said that 
safety for the funds of policyholders has 
always been the first consideration of 
life insurance executives in whose trust 
insurance funds have been placed. This, 
he said, accounts for their preference for 
conservative investments. 

Charles G. Taylor, Jr., second vice- 
president of the Metropolitan Life of 
New York, said: “I cannot be pessimis- 
tic when one-half of our people own 
life insurance policies and when the vol- 
ume of life insurance business is on the 
upgrade.” 

John B. Cary, president of the Rich- 
mond Association of Life Underwriters, 
cited several direct cases in which life 
insurance had saved homes or aided in 
the education of children. 

Kae ok 


LIVES FULLER LIFE 


The idea of living a fuller life by pro- 
viding for security in the future through 
life insurance was developed by Presi- 
dent Glenn Frank of the University of 
Wisconsin in a Life Insurance Week 
talk at Madison, Wis. Instead of in- 
vesting in a few small life insurance 
policies and attempting to build an es- 
tate from his profession or through 
speculation, Dr. Frank said he decided 
to put all his eggs in one basket and 
proceeded to take out a large amount 
of life insurance sufficient to provide de- 
cent comfort and security for his family. 
With this security provided he then felt 
free to invest the remaining income in 
things which made life livable and ap- 
pealing in his own and his family’s 
younger years. 

* * 
RICH, PLEASANT LIFE 


“I am sure that life has been richer 
and more pleasant for me and for my 
family because this policy has been fol- 
lowed,” said Dr. Frank. “I might have 
been a bit more flush in the current ac- 
count if I had pursued another policy, 
gambling a little more recklessly with 
the future by taking out a more modest 
amount of insurance, and joining the 
vast army of ticket tape readers in the 
gay day of the pathological prosperity 
of the Coolidge era. On the other hand, 
I might have lost my shirt, as I under- 
stand one or two Americans did. 

“All in all, I am profoundly grateful 
to the institution of insurance. It has 
made possible for me a kind of life 
much to my liking. It has given me, 
throughout the most drastic depression 
of American history, an abiding sense 
of security, a security I could not other- 
wise have felt.” 

* *k * 
COMBAT INFLATION, SAYS CUMMINGS 


O. Sam Cummings, Texas manager 
for the Kansas City Life, spoke in sev- 
eral cities. In a talk at Lincoln, Mr. 
Cummings said that agents should ad- 
vise their policyholders to personally 
protest against any federal legislation 
of an inflationary nature that would 
affect company investment values. The 
universal resistance of life companies 
to the temptation presented by the ris- 
ing stock market to make a quick profit 
out of sale of portions of their invest- 
ments was the best guarantee to the 





public of the sound management of 
these institutions. He said that the out- 
look for increased business is bright, 
and that the foundations had been laid 
for highly satisfactory financial condi- 
tions in the future. 


* * * 
MENTAL ALERTNESS INDISPENSABLE 


Mental alertness is indispensable with 
an insurance man if he hopes to make 
a success, and that mental alertness de- 
pends largely on physical fitness, de- 
clared Jack Diamond, a Chattanooga 
manager of the Metropolitan Life, in a 
talk at Chattanooga. “In a sense I do 
not think it is necessary to sell the 
public on insurance. People are already 
sold on the general idea. However, we 
should keep the public sold, not so much 
on the general idea of life insurance, 
which is somewhat vague, but on a 
specific plan of insurance to fit each in- 
dividual’s needs,’ he declared. ‘That 
is where our knowledge can become 
power, when we can successfully call 
upon it for a solution, via life insurance, 
to the financial problems of each pros- 
pect.” 

“There is a key to every sales sit- 
uation,” declared Gayle Prather, Com- 
monwealth Life superintendent of agen- 
cies. “If you can get that key,” Mr. 
Prather exhorted, “you can unlock the 
door to any situation. If you cannot 
get it, you will not get the business.” 

Mr. Prather urged the agent to make 





Interesting Old Policies 
Found in Special Contests 








San Francisco’s oldest policyholder’s 
luncheon proved a distinct success. It 
brought together several holders of pol- 
icies issued in the days when to ven- 
ture below the “Mason Dixon line” or 
to come out loser in a “misunderstand- 
ing” with Indians caused the policy to 
become null and void. Several of those 
in attendance were more than 90 years 
of age, holding policies which had been 
in force for more than 60 years. Laurels 
for being the oldest policyholder present 
as well as holder of the oldest policy 
went to Dr. George H. Palmer, who 
was born in 1844 and who holds a pol- 
icy of the Connecticut Mutual Life is- 
sued in 1870. Second oldest in attend- 
ance was Dr. August Liliencrantz, born 
in 1847 and who holds a policy of the 
Phoenix Mutual Life issued in 1870. H. 
R. Williams, born in 1846 and holding a 
policy of the Mutual Life of New York 
issued in 1872, was runner-up. 


* * * 


The policy with which T. C. Thomp- 
son, general agent National Life of Ver- 
mont and former Chattanooga mayor, 
won the award for owning the oldest 
policy in force in Hamilton county 
(Chattanooga), was issued in 1885. Mr. 
Thompson was then 24 years old and 
employed as a cotton classer in At- 
lanta. It was issued by the Equitable 
Life of New York for $2,500. The 
policy specifically denied Mr. Thomp- 
son the privilege of going further than 
50 miles from Atlanta without a special 
permit. It explicitly stated that under 
no circumstances should the _ policy- 
holder visit New Orleans in any year 
between June 1 and Nov. 1. It also 
stated if the policyholder should at any 
time go west of the Tennessee river 
the policy was to be forfeited. The 
stringent regulations were probably due 
to the prevalence of yellow fever in 
the south at the time the policy was 
issued. In 1918 when Mr. Thompson 
wrote the company asking for a change 
in beneficiary the restrictions were re- 
scinded. 





a thorough investigation of the Prospeg 
so he will be familiar with the latte 
needs before an interview. 


* * * 
GOVERNOR EARLE’S PROCLAMATIO 


Governor Earle of Pennsylvania jp 
proclamation said: 

“Modern life, with its vast complexity 
emphasizes the need for security 
citizens and their dependents. Wha 
possible, our citizens have always strive 
to provide the utmost security that m 
be attainable by individual effort. [i 
insurance offers a stable foundation g 
which such a program may be based, 

“I urge the citizens of this common 
wealth to give careful attention to th 
method of providing fer the future nee 
of themselves and their dependents,” 


* * 
WILLS ON RADIO 


One of the important addresses give 
during Life Insurance Week was that of 
W. R. Wills, president of the National 
Life & Accident, over that company’s 
station in Nashville, WSM. That str. 
tion was turned over during the wee 
for the benefit of life insurance. Mr 
Wills quoted the estimate that during 
the depression years the loss to life in. 
surance policyholders was equal to 1 
cent for each $1,000 at stake. 

“Life insurance in its principles and 
methods is one great medium through 
which people can meet the major emer. 
gencies of life in some large measure by 
providing for the needs of those they 
love,” Mr. Wills declared. 

“Its provisions mainly take care of 
the financial needs of those who outlive 
the insured and who are tied to the in- 
sured by bonds of affection. This is life 
insurance in my view in its finest and 
highest expression. Then again, life in- 
surance takes the form of provision for 
our own old age, generally referred to 
as annuities, and now rapidly growing 
in popular favor. I dare to place life 
insurance in the program of one’s needs 
right after food, clothing and shelter.” 





BIG CHICAGO TOTAL 











The Hintzpeter agency of the Mutual 
Life of New York was leader in Chi- 
cago Life Insurance Week production 
with $687,546 produced in 148 applic 
tions by 92 agents. Total volume in the 
week reported to the Chicago Associa 
tion of Life Underwriters was $32,668; 
958, Miss Joy M. Luidens, secretary, 
stated. Other leading agencies wi 
their week’s total are: W. A. Alexander 

Co., Penn Mutual, 60 apps. $397,120; 
Hobart & Oates, Northwestern Mutual, 
68 apps, $430,462; Gottschall, Equitable 
of New York, 48 apps, $480,121; Lust- 
garten, Equitable of New York, 50 
apps, $650,000; Travelers, $1,340,000; 
New York Life, $1,289,961; A. E. Pat 
terson agency Penn Mutual, $301,135. 

The week’s effort was better orgal 
ized than ever before. A record atten 
ance of 1,600 at breakfast the first day 
inaugurated the drive. Many agencits 
held short meetings every morning 1 
weld agents together in their effort, s 
cure greater participation and mainta! 
enthusiasm. An unusual feature which 
created much comment was a life 1 
surance historical exhibit in the lobby 
of the Sherman Hotel in which the ass” 
ciation headquarters are located. 


* * * 


New business written in Spokatt 
Wash., and environs was in excess 4 
$750,000, and ahead of last year’s Lit 
Insurance Week by 15 percent. : 

The St. Paul Life Underwriters A* 
sociation reached its goal of 1,000 4 
plications for the week. , 

At Indianapolis, Edward A. Kruest 

(CONTINUED ON LAST PAGE) 
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program for the American 
Institute Meeting Given 





sIMULATING TOPICS LISTED 





jtuaries, in Minneapolis, to Discuss 
Social Security, Dividends, Account- 
ing Practices, Office Practice 





Four new papers are to be presented 
ad five topics for informal discussion 
we scheduled for the spring meeting of 
he American Institute of Actuaries in 
Minneapolis, June 4-5. 

Annie Mary Lyle of the General 
American Life will give a paper on “Rat- 
ing Cardiac Arrhythmias: a New Means 
of Approach.” W. O. Menge will read 
, paper on “Government Valuation 
Standards for Life Insurance.” G. W. 
Fitzhugh will have a paper on “Analysis 
of Level Premium Policies.” S. Shannon 
will give a paper on “Arithmetical So- 
tution of the Quadratic Equation Under- 
ying Automatic Premium Loan Calcu- 
ation.” 

_ * hearing a digest of this weighty 
material, there will be discussion of sev- 
eal papers presented at previous meet- 
ings and then the more popular part of 
the program—informal discussions—will 
take place. 

Social Security Is Topic 


The first topic is federal and state 
social security legislation. To stimulate 
discussion the question is asked: “What 
methods have been adopted by com- 
panies for maintaining records and re- 
porting to the various state and federal 
administrative agencies in connection 
with such legislation for home office em- 
ployes, field employes in different states, 
such as general agencies, branch offices. 
commission agents, or employes of 
properties owned or in possession of life 
companies, urban and farm?” 

The question is also asked whether a 
uniform method for all classes of em- 
ployes in all states is possible and prac- 
ticable. “Can a method be set up now 
insuch a way as to be adaptable to new 
legislation in states not now having any, 
or amendments in those states already 
in operation? 

“What is the present status of social 
security legislation in Canada?” 


Dividend Formula Up 


The second main topic is dividends. 

“In view of the marked fluctuation in 
interest rates obtainable on new invest- 
ments over a period of years, should any 
weight be given in the interest factor 
of a dividend formula to the year of 
issue of the policy? Should different 
treatment be given to annual premium 
policies and single premium. policies or 
policies with a short premium paying 
period? 

“Are the practices followed by many 
companies of effecting a flat percentage 
reduction in dividends or retarding the 
scale one or more years equitable, or 
should dividend scales be revised com- 
pletely in the near future?” 

The third main subject is agency prob- 
ems. 

. “What is the best method of compar- 
ing the persistency of the various 
agencies or branches of a company? 

_ What is the best method of improv- 
Ing the persistency of all agencies or 
those found to have rates lower than 
average? 

“What has been the trend in persist- 
tency rates on old business and on new 


business? 
Underwriting for Persistency 


. “Should weight be given in underwrit- 
ing to persistency factors, such as the 
record of the agent submitting the ap- 
Plication? 
s . 
What methods have been used in an 
tort to increase the average size of 

Policies?” 

The fourth topic of discussion is office 

Practice, 

, What evidence of age is required of 
nnuitants under immediate annuities? 
Mnual premium deferred annuities? 

(CONTINUED. ON LAST PAGE) 


O’Malley Sues Old Directors 
of the Missouri State Life 





SEEKS TO RECOVER $850,000 





Alleges Thirteen Acted Recklessly in 
Arranging Loan so as to Buy 
Kentucky Home Life 





Suit for $850,000 has been instituted 
by Superintendent O’Malley of Missouri 
against 13 directors of the defunct Mis- 
souri State Life. The defendants are 
charged with the responsibility for plac- 
ing Missouri State Life behind an $800,- 
000 loan, the proceeds of which were 
used to purchase the Kentucky Home 
Life of Louisville, successor to the de- 
funct Inter-Southern Life. That control 
was desired at the time because Ken- 
tucky Home Life owned about 29 per- 
cent of Missouri State and the directors 
of Missouri State wanted to get control 
of that stock. 

Some observers believe that Mr. 
O’Malley may have brought the action 
at this time, for the incidental purpose 
of seeking to emphasize a similarity in 
the Missouri State-Kentucky Home 
transaction and the recent deal where- 
under Southwestern Life of Dallas pur- 
chased control of General American 
Life, successor to Missouri State, so as 
to have control of the majority stock of 
Southwestern Life, which is held by 
General American Life. Mr. O’Malley 
fought that deal. 


Defendants Are Listed 


The defendants are Julius H. Barnes, 
former president of the United States 
Chamber of Commerce, a former grain 
operator of Duluth, Minn., who served 
as president of Missouri State when 
Insurance Equities Corporation had con- 
trol of that company;. former Federal 
Judge C. I. Dawson of Louisville, who 
is now general counsel of Kentucky 








Presiding Officer at 
Meeting of Actuaries 














J. G PARKER 


J. G. Parker, actuary of the Imperial 
Life of Toronto, as chairman of the 
Actuarial Society of America, presided 
over the meeting in New York City 
Thursday of this week. He was edu- 
cated at Toronto University. He is a 
past president of the American Insti- 
tute of Actuaries. He entered the serv- 
ice of the Imperial Life in 1904. 








Home Mutual Life, successor to Ken- 
tucky Home Life, who was former 
chairman of the board of Kentucky 
Home Life, and who was at one time 
elected president of Missouri State but 
declined to serve; Theobald Felss, a 
(CONTINUED ON PAGE 11) 








graduates. 


is easily made attractive. 


day. 





Independence Square 





Brides and Graduates 


June brings into the orbit of life insurance salesmanship 
two seasonal classes of prospects — June brides and June 


Before the honeymoon, and not after the return, is the 
best time for contacting the bridegrooms. 
instinct is then in fullest bloom and vigor, and life insurance 
Honeymoons are expensive. 
the return, outgo is apt to be up to the last cent of income. 
By all means see and settle with such prospects before altar 


As graduation presents, for boys and girls, and young 
men and young women, life insurance policies are numerously 
sold. Such a gift is enduring, increasing in value each year, 
and yielding its maximum benefit in a time of adversity or of 
opportunity, or in the sunset years. 
usually more approachable than at any later time. 


For many an underwriter, because of these two special 
classes of prospects, June is the year’s jewel month. 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. H. KINGSLEY, President 
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Parents, a bit proud, are 


PHILADELPHIA 


See Record Attendance at 
Commissioners’ Convention 





COMMITTEE M EETINGS SET 





Two Headquarters Hotels in St. Paul 
Make Special Provision for Wives 
of Department Men 





OKLAHOMA CITY, May 21.—In- 
quiries received by Secretary Jess G. 
Read indicate a record attendance at 
the annual meeting of the National As- 
sociation of Insurance Commissioners 
in St. Paul, June 8-12. Although all 
business sessions of the convention and 
committee meetings are scheduled for 
the Lowry Hotel, commissioners and 
guests will be distributed between the 
Lowry and the St. Paul hotel, with both 
designated as headquarters. The two 
hotels are less than a block apart. Both 
hotels have offered to give room accom- 
modations to wives of commissioners, 
deputies and actuaries without additional 
charge. 


Call Committee Meetings 


Among the committee meetings an- 
nounced for June 8 will be that of the 
executive committee, called by Superin- 
tendent Pink of New York, the exact 
time to be bulletined at the hotels Sun- 
day afternoon. 

Superintendent O’Malley of Missouri, 
chairman. of the sub-committee of the 
examinations committee authorized at 
the New York meeting, has called a 
committee meeting for 9:30 a. m. June 
8 in the secretary’s room at the Lowr 
hotel. Members of this committee in 
addition to Mr. O’Malley are Blackall, 
Connecticut; Tobin, Tennessee; Earle, 
Oregon; Mortensen, Wisconsin, and 
Magrath, New York. 


MADISON INVITATION ACCEPTED 


MADISON, WIS., May 21—Com- 
missioner Mortensen’s invitation to the 
eastern contingent en route to the in- 
surance commissioners’ convention, to 
stop over at Madison June 7, has been 
accepted. He has been notified that un- 
less something unforeseen occurs the 
party will arrive in Madison about 6 
a. m. June 7 from Chicago and spend 
the morning here. Early in the after- 
noon it is planned to take the members 
of the party in automobiles to Wiscon- 
sin Dells, a nationally known scenic 
spot on the Wisconsin river, where they 
will spend the afternoon, leaving that 
evening for St. Paul. 


GREETINGS BY EX-COMMISSIONERS 


ST. PAUL, May 21.—When insur- 
ance commissioners arrive in St. Paul 
for the annual convention June 8-12 
they will be greeted by one of the oldest 
ex-commissioners in the country. He 
is Elmer H. Dearth, who served as 
Minnesota commissioner back in the 
80s. When he retired from office he 
engaged in the insurance business until 
his retirement from business a few 


years ago. 
Mr. Dearth will be one of five former 
Minnesota commissioners who will 


serve on the reception committee. The 
others are John A. Hartigan, now with 
the Equitable Life of New York; John 
B. Sanborn, now a federal judge; 
George W. Wells, secretary Northwest- 
ern National Life, Minneapolis, and 
Garfield W. Brown, attorney specializ- 
ing in insurance. 

They will head the reception com- 
mittee. Presidents of all insurance or- 
ganizations in the state have been asked 
to serve on the committee. 


Columbia Life at Toledo 


Appointment of W. L. Beckham as 
Toledo general agent is announced by 
the Columbia Life, Cincinnati. T. Yates 
has been appointed assistant to his fa- 




















ther, F. B. Yates, Dayton, district man- 
ager of the company many years. 
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ONLY 7 U. S. and Canadian life com- 
panies made a greater gain in amount of 


insurance in force (group and industrial 


excluded) in 1935 than did NYNL. 


This record attests in a most forceful 
way to the outstanding accomplishment 
of the Agency Organization, both with 
respect to the production of new business 
and the conservation of old business in 


the Company’s 50th Anniversary Year. 


Both in gain in insurance in force and 
in new business written during the year 
NWNL ranked far above its logical posi- 
tion on the basis of assets or insurance 
in force. 


* According to a tabulation in the April issue of the 
Life Insurance Courant. 


The Doorway to Opportunity 





NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


0.J. ARNOLD, Parswwext 
STRON G~ MinneapolisMinn. ~ LIBERAL 

















Program Is Completed for 


Life, Accident and Fraternal 
Plans Announced 


PHILADELPHIA, May 21.—The 
Insurance Federation of Pennsylvania 
has completed the program for its 1936 
Insurance Days to be held at the Bel- 
levue-Stratford, Philadelphia, June 4-6. 
From all indications the attendance will 
run between 1,500 and 2,000, one of the 
largest in history. 

John A. Stevenson, Penn Mutual 
Life, as general chairman will start the 
proceedings at the luncheon on June 4. 
Commissioner Hunt of Pennsylvania 
will be chairman of the luncheon pro- 
gram. Mayor Wilson of Philadelphia 
will welcome the delegates and James 
C. Murray, Pittsburgh, will respond. 

The accident and health conference 
will form a part of the opening day’s 
luncheon proceedings, featuring an ad- 
dress by Dr. S. S. Huebner, University 
of Pennsylvania, on the “Economics of 
Accident and Health Insurance.” John 
F. Leibig, president Accident & Health 
Club of Philadelphia, will discuss new 
opportunities in the income protection 
field. J. R. Duval, by request, will re- 
peat his talk given at the recent Phila- 
delphia sales congress on _ specializing 
in accident and health insurance as a 
career. 


Two Life Conferences 


A life and industrial-ordinary life 
conference will be held June 5. F. P. 
Perkins, Aetna Life, will discuss the 
“Social Security Act and Supplemental 
Plans” on the life program; Joseph H. 
Reese, Penn Mutual Life, “Minimizing 
Estate Hazards,” and Roy A. Heymann, 
Philadelphia realtor, telling “What My 
Life Insurance Means to Me.” Dr. 
Stevenson will be chairman. 

William J. Bradley, publicity manager 
Home Life of America, will be chair- 
man of the industrial-ordinary section. 
T. J. Mohan, vice-president Eureka- 
Maryland, will discuss “Opportunities of 
the Debit Field Man,” and Louis J. 
Zettler, superintendent of agencies 
Metropolitan Life, will speak on “Our 
Habits and the Life Insurance Business.” 
The industrial program will be held in 
the morning and the life conference in 
the afternoon. 


Industrial Section 


Two luncheon conferences are on tap 
for June 5—industrial health and acci- 
dent in charge of James L. Cornog, 
president Philanthropic Mutual Life, and 
the Pennsylvania Fraternal Congress, 
presided over by Fred A. Service, presi- 
dent. 
The industrial accident and health 
luncheon lists three speakers—George 
J. Edwards, Jir., president Industrial 
Life, on the “Social Security Act and 
Some of its Problems;” Robert R. 
Breen, president, Charter Mutual Bene- 
ficial Association, on “Beneficial Costs,” 
and Elmer R. Deaver, president, Pro- 
gressive Life, Health & Accident, on 
“Health and Accident Insurance—It’s 
Future.” 
Five speakers will address the frater- 
nal section: F. M. Speakman, consulting 
actuary, on “Security of Fraternal So- 
cieties from a Scientific Viewpoint;” 
T. H. Walter, manager Junior Order 
United American Mechanics, “Our Fu- 
ture;’ Michael Holod, president Russian 
Brotherhood Organization of U. S. A., 
“Foreign Speaking Society as an Asset 
to Fraternalism;” A. P. Cox, secretary 
Artisans Order of Mutual Protection, 
“Social Activities;’ H. E. Walter, secre- 
tary Funeral Benefit Association of the 
A., the “American Fraternalist.” 
The banquet on June 5 will be in the 
form of a tribute to W. H. Kingsley, 











Pennsylvania Days June 4-6 
HUGE ATTENDANCE INDICATED 


Group Sessions to Cover Many Topics— 









Leader Honored | 


— 




















































par w 

there 

volun 

numb 

these 

Cc. S. MACDONALD 

C. S. Macdonald, president of the H. 
Confederation Life of Toronto, is being J sem 
honored by the field force, the cam- lence 
paign reaching its climax on his natal AM 
day, July 11, which will be his 63rd an- J excel 
niversary. Mr. Macdonald is a direc- mg 
tor of the Barclays Bank of Canada, Park 





































Toronto General Trust Corporation and appli 


Consumers Gas Company. He is presi- Hold 
dent of the Dominion Fire Insurance J with 
Company and chairman of the Do- mum 


minion Scottish Investments. He is 1417 
president of the Children’s Aid Society avere 



























of Toronto, chairman Banting Research agen 
Foundation, honorary treasurer Cana- sona 
dian Red Cross Society, Ontario divi- TI 
sion, and treasurer of the Moose River 395 
Mine Rescue Fund. a 
ou 
agre 
Mutual Life and president of the In- elim 
surance Federation from 1928 to 1931. pr 
Speakers will be Roland S. Morris, for- sail 
mer ambassador to Japan, and Merle F 
Thorpe, editor of ‘“Nation’s Business.” 
Former Governor John S. Fisher of Pp 
Pennsylvania, board chairman of the for 
National Union Fire, will be toastmaster. the 
Dancing will follow the addresses. The M. 
Philadelphia Health & Accident Alliance cies 
will be host at a smoker June 4. Ex- The 
tensive entertainment is planned. i 
—____ sole 
Pan-American to Move si 
The Chicago branch office of the Pan- = 
American Life, in charge of Manager L. wit 
W. Ginter, will shortly move to the Con- Mo 
way building. It is now in the Insur- a 
ance Exchange. En 
Lu 
G 
Best’s Reports to Include ch 
All Companies This Year ie 
Ro 
Best’s Life Insurance Reports, which Ca 
will be out in two or three weeks, will Ne 
have information on all companies ¢X Ct 
cept two or three. Last year some 50 ' 
odd companies were omitted becaus¢ C; 
they refused to give Best statistical 1- SI 
formation. The reports have been got 39 
ten this year from state insurance de D 
partments if they were not voluntarily C) 
sent. a 
The suit of the Alfred M. Best Com- 96 
pany against James Dunne and the “In- v 
surance Index” in the federal court at & Ci 
Chicago charging infringement of copy- M 
right has been settled. The Dunne in- . s 
terests have paid the Best Company E 
$2,500 and an injunction was issued t J ¢ 
straining Dunne from further infringe- al 
ment. The “Insurance Index” brought — 
out a volume giving reports on life com | ow 
panies and Best contended that this 1 ty 
fringed upon the copyright under which Bg 
Best publishes a similar book. : 
R. E. Larkin, assistant superintendent C 





of agencies Connecticut General Life, '§ 





newly elected president of the Penn 


‘on a Pacific Coast trip. 
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(AMPAIGN FOR PARKINSON 
















fine Records Hung Up by Agents, 
Managers, Units in Annual 








Sales Effort 

































of the 
s being 
e cam- 
is natal 
3rd an- 
~ direc- 
Canada, 
on and 
; presi- 
surance 
e Do- 
He is 
Society 
search 
Cana- 
) divi- 
River 








e In- 
1931, 
3, for- 
Merle 
ness,” 
er of 
F the 
aster. 


jance 






it 
s 















President T. I. Parkinson of the 
iquitable Life of New York met with 
iading agents, managers and unit man- 
gers at a lunch and dinner in Chicago 
this week to accept personally records 
ithe “Par-for-Parkinson” campaign in 
joril in which 12,125 applications for 
929,485,649 were written. This was an 
increase of 403 applications for $5,494,- 
s4 over the record in the campaign last 
var, There were 1,128 par agents, 78 
pat units and 14 par agencies; last year 
there were only five par agents. The 
volume was the greatest since 1932, and 
wmber of applications set a high for 
these campaigns. 

Agent, Unit Leaders 


H. M. Carlson of the M. C. Nelson 
agency, Des Moines, was “par excel- 
nce” agent and F. G. Holderman, Jie 
4. M. Embry agency, Kansas City, par 
excellence unit manager, these receiv- 
ing special recognition from President 
Parkinson. Mr. Carlson forwarded 105% 
applications on binder for $165,492. Mr. 
Holderman’s unit of 16 scored in a body 
with five applications each, the mini- 
mum required to qualify, and forwarded 
47% applications for $544,333. The 
average number of applications per 
agent was 9.1 and Mr. Holderman per- 
sonally forwarded 11% joint cases. _ 

The month’s record was made with 
395 fewer agents than in the drive of 
April, 1935, these having been weeded 
out in line with the national part-time 
agreement and the Equitable’s policy of 
diminating non-productive agents. The 
number of applications per agent was 
5.52, an increase of more than one-half 
point. 


Parkinson Does the Honors 


President Parkinson attended a lunch 
for the agents, nearly 500 being present, 
the Chicago managers being hosts. W. 
M. Rothaermel, superintendent of agen- 
cies central department, was present. 
The dinner was Mr. Parkinson’s affair 
for par agents and unit managers 
solely, 

The W. V. Woody agency, Chicago, 
led in amount of forwarded volume with 
$3,752,341; R. M. Ryan, Detroit, second 
with $3,597,723; M. C. Nelson, Des 
Moines, third, $2,917,732. Other agen- 
cies in order of volume were: A. M. 
Embry, Kansas City, $2,575,171; S. 
Lustgarten, Chicago, $2,537,364; W. L. 
Gottschall, Chicago, $2,153,504; A. B. 
Shea, Minneapolis, $2,045,887; Homer 
Jamison, Oklahoma City, $1,813,882; S. 
D. Krueger, St. Paul, $1,704,814; H. L. 
Rogers, Indianapolis, $1,624,913; E. L. 
Carson, Milwaukee, $1,581,454; M. A. 
Nelson, St. Louis, $1,427,448: H. A. 
Chipman, Columbus, O., $1,375,763; P. 
B. Hobbs, Chicago, $1,343,625; C. R. 
Golly, Peoria, Ill, $1,234,136; F. N. 
foxson, Omaha, $1,098,477; H. A. 
Sloan, Chicago, $1,068,249; F. Israel, 
$911,433; H. Moss, Cleveland, $801,915; 
. C. Kemp, $714,267; H. E. Kerber, 
Chicago, $590,392; K. M. Sacks, Chi- 
ago, $547,250; Courtenay Barber, $509,- 


267; O. B. Haller, Toledo, $505,951; C. 
Wadsworth, $425,250; L. . Lenz, 
Cleveland, $385,605; E. H. Keating, 
“inneapolis, $241,831. Par agencies 


ne M. C. Nelson, M. A. Nelson, Ryan, 
mbry, Rogers, Jamison, Moss, Woody, 
Gottschall, Israel, Sloan, Kemp, Sacks 
and Barber, 
. he Nelson agency, Des Moines, led 
= 1,110 applications; Ryan, Detroit, 
ae 1,052; Krueger, 929; Embry, 
ind Woody, 732; Rogers, 708; Jami- 
on, 645; Carson, 573; Nelson, St. 
Puls, 527; Golly, 460; Lustgarten, 454; 
qomuan, 425; Croxson, 413, Moss, 277. 
Shea Arman of the Shea agency, 
minneapolis, was second agent with 64 





applications and $156,358; C. R. Hills, 
Jamison agency, third with 30 applica- 
tions for $240,190. Leading units in or- 
der were J. K. Taylor, Jamison agency, 
74 percent of agents secured five or 
more applications, total applications for- 
warded 243, volume $757,360, average 
applications per agent 9; F. E. Sexton, 
Krueger agency, 84 percent par agents, 
495 applications for $705,227, average 
application per agent 13.4. 


Woman Agents’ Big Volume 


In Chicago Sara Frances Jones, Sloan 
agency, women’s division chairman. Na- 
tional Association of Life Underwriters, 
forwarded 20 applications for $239,250, 
mostly on binder, placing tenth in the 
department, and in May Miss Jones al- 
ready had paid for more than $175,000. 

G. F. Unger, Woody agency, was 
third in Chicago and 13th in the de- 
partment, forwarding 39 applications for 
$53,000. 

The J. C. Windsor unit, Woody 
agency, led Chicago and was eighth in 
the department, all agents scoring with 
138 applications for $871,769, leading the 
central department in volume forwarded. 

The E. W. O’Shaughnessy unit, Sloan 
agency, had 85 percent par agents with 
100 applications for $364,046 volume. 
The Genevieve Forsberg unit, Gottschall 
agency, was third in Chicago and 12th 
in the department with 6334 applications 
for $362,225 volume. 








Depression Failures Due 
to Unsound Investments 





All life insurance company failures 
during the current depression have been 
due to unsound investments and not 
to excessive managerial salaries or high 
mortality, Arthur Coburn, vice-president 
of the Southwestern Life of Dallas, told 
a meeting of the Dallas Junior Cham- 
ber of Commerce. 

“If proper attention had been paid to 
the making of mortgages prior to the 
year 1929, the mortgage experience of 
life companies could have been far bet- 
ter than it has been,’ he said. “The 
average life company in this country 
has today accumulated a foreclosed real 
estate account equal to 35 percent of 
its mortgage portfolio, which is far 
higher than it should have been. 


Heavy Real Estate Account 


“At the present time all of the life 
companies in this country have over 
$2,000,000,000 invested in real estate. In 
the past real estate has proved an un- 
satisfactory investment for life com- 
panies. The conduct of a real estate 
business is foreign to the normal oper- 
ation of the life company.” 

Mr. Coburn also pointed out that 
there seems to be a general impression 





that life companies may fail because of 
an excessive mortality. 

“The business of life insurance is 
now over 200 years old, and as far as 
I am familiar with the subject there 
has never been a life insurance com- 
pany that failed because of an excessive 
death rate,” he said. “There is no rea- 
son to suppose that there will be any 
failures from that cause. As a matter 
of fact, life companies would be bet- 
ter off if they paid less attention to 
their death rates and more attention to 
some other phases of the business.” 


Public Information Spreading 


“Public information in regard to life 
insurance is not as great as it should 
be. Ten years ago the average man as- 
sumed that a legal reserve company 
under state supervision was good for its 
obligations. Obviously this theory has 
not worked out. It is estimated that 
at the present time out of every three 
men that buy life insurance one of them 
discriminates in the purchase of his life 
insurance.” 


Farmers & Bankers at Davenport 


James N. Kevlin, Davenport life man, 
has been appointed general agent of the 
Farmers & Bankers Life of Wichita. In 
the past the Farmers & Bankers has 
been represented by agents with no gen- 
eral agency located at Davenport. 











NOT JUST 


income. 


A Unique Supervisory System. 


COMMISSION SALESMEN 


but as permanent representatives is the way 
the Minnesota Mutual regards its field force. 
The selling plans, prospecting methods, broad 
range of policy contracts and other coopera- 
tion offered are intended to assist in the build- 
ing of a permanent, regular production and 


We offer these helps to our field force: 
I. A Liberal General Agency Contract. 


2. Financing Plan for Agency with Accounting Methods that Guide you 
Successfully. 


. A Detailed Plan for Finding . . . Training . . . Financing Men. 


. Tested Sales Helps and Organized Selling Plan. 


6. A Policy for Every Purpose . . . Juvenile, Women, Group, Whole- 
sale, Etc. 


7. A Substantial 50-Year-Old Mutual Company with an Understanding, 
Co-operative Home Office . . . Not too big to KNOW YOU, Yet Big 
Enough to Command Respect Everywhere! 


Our booklet ‘‘FACTS’’ 


will be sent on request 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


SAINT PAUL, MINNESOTA 
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THE LINCOLN NATIONAL LIFE 
PROVIDES ITS FIELD MEN WITH: 


KIT SELLING 
METHODS 


In order that LNL representatives have all their 
sales story in one package, the Company provides 
complete sales kits on the most popular policy 
plans. Kits are available for such LNL leaders as 
the 5 Star Annuity, the Salary Continuance Plan, 
Educational Insurance, and the Salary Savings 
System. 


THE LINCOLN NATIONAL 
LIFE INSURANCE 
COMPANY 


FORT WAYNE, INDIANA 


Insurance in force December 31, 1935—$879,000,000. 





INDICATES ITS CHARACTER 


ITS NAME 














Northwestern National Promotions| | 





J. S. HALE 


Election of J. S. Hale and G. C. 
Holmberg as vice-presidents of North- 
western National Life of Minneapolis is 
announced. Mr. Hale, formerly actuary, 
is now vice-president and actuary, and 
Mr. Holmberg, formerly treasurer, be- 
comes vice-president and treasurer. Mr. 
Hale has been with the Northwestern 
National Life since November, 1905, 
following his graduation from Beloit 
College. He has been its actuary since 
1918. Mr. Holmberg went to the 








G. C. HOLMBERG 


Northwestern National as treasurer in 
1925 after an extensive banking and in- 
vestment career. He was drafted to 
serve on the staff of the War Finance 
Corporation at Washington from 1921 
to 1923 and then went to Minneapolis as 
secretary of the agricultural loan agency 
of the corporation for several north- 
west states. In 1932 he again was called 
to Washington this time to assist in the 
organization of the Reconstruction Fi- 
nance Corporation. 








Palmer to Wait for Code 
Action Until Next January 





SPRINGFIELD, ILL. May 21.— 
The fourth special session of the Illinois 
general assembly has convened but no 
insurance legislation is due to come up 
for consideration. The call of Governor 
Horner excluded any mention of insur- 
ance. 

Insurance Director Palmer asked 
the governor to include the insurance 
code in the session, but Horner declined 
to do so on the grounds that he desired 
to keep the session free of controversial 
matters. 

The proposed insurance code drafted 
by Mr. Palmer has twice failed to pass 
in previous sessions. Director Palmer 
said that no attempt will be made to 
pass the code until the assembly con- 
venes in regular session next January. 
He expressed confidence that the code 
will pass at that time. 


Travelers’ School Starts 


HARTFORD, May 21.—Twenty-four 
young men who have chosen life insur- 
ance salesmanship as a career are en- 
rolled for the present session of the 
Travelers’ newly established home office 
school for new agents. The current ses- 
sion, which opened May 18, is the sec- 
ond of a proposed year-round series and, 
like the first, offers prospective agents 
four weeks of academic training at the 
home office. 

Instructions in selling methods and 
underwriting practices are being con- 
ducted by D. J. Bloxham, supervisor 
agency field service, and his assistants. 


Profits to the Policyholders 


In reporting the fact that an amend- 
ment to the Canadian insurance law has 
been killed, which would have required 
stock companies to allocate 95 percent 
of the profits on participating business 
to the participating policyholders, the 
statement inadvertently was made that 
the present law requires 90 percent of 





the profits to be allocated to “stock- 








holders.” Of course, the law is that 90 


Announce Complete Program 
for Indiana Insurance Day 





The completed Indiana Insurance 
Day program for May 22 in Indianapolis 
includes a ‘business session from 10 am. 
to noon. The opening address by Her- 
bert A. Luckey, Life of Virginia, presi- 
dent Insurance Federation of Indiana, 
will be followed by an address by 
Henry Swift Ives, special counsel As- 
sociation of Casualty & Surety Execu- 
tives. John W. Hutchinson, assistant 
attorney general of Indiana, will dis- 
cuss “The New Unemployment Com- 
pensation Law.” The session will close 
with reports and election of officers. 

After an informal luncheon at the 
Indianapolis Athletic Club, the after- 
noon will be devoted to golf, games, 
horseshoes, a three-legged race, mens 
races, women’s races, swimming and 
diving contests and baseball at the In- 
dianapolis Country Club. 

The annual dinner will be served at 
6:30 with no formal speeches. Com- 
missioner H. E. McClain will be toast- 
master and will introduce past federa- 
tion presidents who are present. The 
Chandler trophy will be awarded to the 
person selected by the committee as hav- 
ing rendered the most outstanding serv 
ice to the business of insurance in It 
diana the past year. 


Killed Before Contract 
Issued, But Company Pays 











R. J. Oberschmid of St. Paul, aged 
48, signed an application on March 31, 
1936, for a $2,500 policy in the Provr 
dent Mutual. The insured gave the 
agent, Harry Wessel, a note for the 
first premium. He was examined 0 
the same date. The application was ! 
ceived at the home office April 3, and 
was being inspected when word came 
that the insured had been killed in 40 
automobile accident April 1. ar 

As the company found the applicatiot 
acceptable, the policy was issued a! 
the claim approved even though the 1 
sured was already dead. R. J. Ober 
schmid, Jr., the beneficiary, will receiv’ 





percent be allocated to policyholders. 





the proceeds. 
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Rehearing has been asked in the 

American Bankers Life case by Director 
gf Insurance Palmer. of Illinois. The 
company suffered financial losses and in 
oder to continue in business it secured 
fom policyholders waivers of rights in 
the nature of liens, which it endeavored 
fo use aS assets in its statement to the 
jsurance department. When the de- 
partment declined to recognize such 
waivers suit was brought in the Illinois 
supreme court and a mandamus was 
ganted against the director. A petition 
for rehearing has been filed by the at- 
torney-general, in behalf of Mr. Palmer. 
), J. Kadyk acted as special assistant to 
the attorney-general. 


One Form Ineffective 





Two forms of waiver were taken by 
the company. One form merely waived 
the rights of the policyholder to 50 per- 
cent of the values under the policy, with 
a stipulation that the amount waived 
should not be deducted from death 
claims. 

The petition for rehearing suggests 
that the court did not observe that the 
first form failed to relieve the company 
of any liability. The reserve is merely 
a provision for meeting the obligations 
of the company, and the use made of the 
reserves in the meantime is immaterial. 
Therefore waivers on form No. 1, even 
if permitted, did not help the solvency of 
the company in that respect. 

On both forms it is claimed that the 
director is forbidden by the statutes to 





recognize them in the company’s state- 
ment. There are two divisions of the 
statute that apply. One is the standard 
provisions law, which it is asserted can- 
not be waived by policyholders. The 
other is the part of the law relating to 
standards of solvency and admissible as- 
sets. Under the latter provisions the di- 
rector can recognize only what is recog- 
nized by the statutes. It is claimed that 
the law does not permit him to consider 
as assets any liens other than loans 
made on the security of the policyhold- 
ers. 

It is argued that these statutes can 
be changed only by the legislature. 


Guardian Life Agents Set 
Records in Special Drives 





Field men of the Guardian Life of 
New York surpassed in number of ap- 
plications all previous “McLain Month” 
records in their April production drive 
in honor of Vice-President James A’ Mc- 
Lain. Paid volume topped last April by 
8 percent and was by far the largest 
April total for the last five years. The 
campaign was in the form of a baseball 
contest. Max Gurevich of New York 
led in volume while Manager R. A. Tru- 
bey of Fargo, N. D., led in number of 
applications with 45. 

Business amounting to 285 applica- 


' tions for more than $1,000,000 was rolled 


up in a one-day drive in honor of Presi- 
dent Carl Heye May 12. Each agency 
sent a telegram which was on the presi- 
dent’s desk the following morning. 

Following the McLain Month com- 
paign, the company has resumed the 
series of regional sales meetings which 
it began in March. This week the Chi- 
cago, Detroit, Milwaukee, Evansville 
and Indianapolis agencies will convene 
in Chicago. Last of the series will be 
May 25-26 at Gull Lake, Minn., for the 
St. Paul, Minneapolis, Fargo, Sioux 
Falls, Davenport, Denver, Omaha and 
Des Moines agencies. 








New York Life Inspector 
Is Honored on 25th Year 














0. R. CARTER 


Agents of the New York Life’s mid- 
west department wrote $13,000,000 in 
the first four months this year in a 
contest celebrating the 25th anniversary 
with the company of Inspector of 
Agencies O. R. Carter of Chicago. The 
campaign will be wound up at two 
meetings which will be attended by 
Vice-president L. Seton Lindsay of the 
home office; Dick Oliver, inspector of 
agencies-at-large, St. Louis; R. E. 
Peters, inspector of agencies, Minne- 
apolis, and R. E. Whitney, inspector of 
agencies central department, Chicago. 
Agency Director G. H. French, Water- 
loo, Ia.; R. J. Dunning, Decatur, IIl.; 





H. W. Schwenke, Peoria, Ill., and M. 
N. Boyd, Davenport, Ia. also will at- 
tend. The first meeting will be at the 
Edgewater Beach Hotel, Chicago, May 
28-29, and the second meeting at the 
Martin Hotel, Sioux City, Ia., June 1-2. 

The Peoria, Ill., branch took a lead- 
ing position and will be specially hon- 
ored at the Chicago meeting, and the 
Sioux City branch likewise at the meet- 
ing there. 

Mr. Carter started with the New 
York Life in 1911 as office boy in the 
Little Rock branch under H. H. Con- 
ley, inspector of agencies. After three 
and a half years as clerk there he 
signed as an agent at the age of 21 
and in his first three years in the field 
qualified for the $100,000 club and in 
the fourth year for the $200,000 club. 

He then moved to Memphis, Tenn., 
becoming agency organizer in 1918, as- 
sociated with the late Inspector of 
Agencies W. H. Wood. In 1923 he 
went to Shreveport, La., as agency di- 
rector, building the branch from $4,- 
400,000 annual production to $8,250,000 
in five years. 

In 1929 he went to Des Moines as 
supervisor-at-large, traveling through- 
out the mid-west. In this period busi- 
ness in the territory grew from $32,- 
000,000 to $42,000,000 annually. 

Mr. Carter was transferred to Chi- 
cago in. 1934 as inspector of agencies 
in charge of the mid-west department, 
covering Iowa, Nebraska, South Da- 
kota and central and northern Illinois, 
directing nine branch offices. 


Dale Oklahoma City Head 


E. E. Dale, Lincoln National Life, 
has been elected president of the Gen- 
eral Agents & Managers Club of Okla- 
homa City, with Horace Combs, Massa- 
chusetts Mutual, vice-president, and W. 
T. Thatch, Mutual Benefit, secretary- 
treasurer. In .addition to the officers 
the board of directors includes Albert 
B. Irwin, Northwestern Mutual, and 
Bryan L. Bowers, Home Life. 








Bas-relief—Stephen Girard Statue 
Reyburn Plaza, Philadelphia 


This advertisement is second of a series 
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BORDEAUX 


GIRARD LIFE 


INSURANCE COMPANY OF PHILADELPHIA 


Opposite Independence Hall 


Born in this French seaport in 1750, young Girard early 
became imbued with the lure of the sea. Dominated even in 
his boyhood by an intense spirit of self-reliance and inde- 
pendence, Stephen Girard, at the age of 14, left home to ship 
as cabin boy on a trading vessel bound for San Domingo. For 
nine years Girard served in various capacities on French 
vessels trading with the West Indies. These years of training, 
hard work and sound discipline, gratefully acknowledged by 
Girard as his education from “his nurse, the sea” stood him 
in good stead, developing in him that strength of character 
and determined application which today make his life and 
works an inspiration to all who know of them. 
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Diseases of Heart, Kidneys 
and Arteries Are Problem 











Diseases of the heart, arteries and 
kidneys are of such importance in the 
national health picture that a special 
exhibit of charts on  cardiovascular- 
renal diseases has been prepared by the 
Metropolitan Life and was one of the 
features at the annual meeting of the 
American Medical Association in Kan- 
sas City, Mo. 

The death rate from cardiovascular- 
renal diseases has not decreased since 
1900, and these are responsible for more 
than a half-million deaths annually. 
During the same period there have been 
marked declines in mortality from acute 
ome of childhood and of early adult 
ife. 

The exhibit stressed the fact that, at 
the present rate of mortality, nearly 50 
out of 100 children born today in the 
United Sates will eventually die from 
some disease of the heart, kidneys, ar- 
teries or cerebral hemorrhage. This is 
five times the number that will die from 
cancer and 10 times the number from 
tuberculosis. 

In the agricultural regions of the 
country relatively low death rates are 
reported from these diseases, while 





highest mortality is registered on the 
eastern seaboard. 

The exhibit showed that this group of 
diseases has had an upward trend since 
1900, when the crude death rate alone 
is considered. The aging of the popu- 
lation explains a large part of this ap- 
parent increase, as the population over 
age 45 has increased 100 percent since 
the turn of the century, while below 
that age the increase has amounted to 
only 60 percent. 

At the present time every other death 
past middle life is from cardiovascular- 
renal conditions. ‘This compares with 
one in three from these causes in 1900 
among persons 45 years of age or older. 
By 1960 it is expected 1,220,000 deaths 
will occur annually from these diseases, 
or twice the number as at present. 

Men are subject to higher mortality 
than women, according to the exhibit. 
This is especially true in the period 
from 50 to 65 years, where the rate for 
men is 25 to 30 percent higher than 
for women. 


These diseases take their greatest toll 
among unskilled workers, with profes- 
sional men showing high mortality. 
Agricultural workers make the best 
showing, their mortality being only half 
that of unskilled laborers. Among 
Negroes, between ages 45 and 65, these 
death rates are nearly double. 





life.” 
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THE MINUTE MAN 


A Brand New Policy for 
An Age-old Need 





The modern Minute Man is The Columbian 
National's answer to the age-old: 


“I wish there were one life insurance plan which 
I could own and which I could adjust from time to 
time to meet the changing circumstances of my 


If you would like to look over this new plan write 
to A. A. McFall, Vice President of 


OLUMBIAN NATIONAL 
LIFE INSURANCE COMPANY 


A NEW ENGLAND INSTITUTION 














Ten Group Discussions Are 
Set in Medical Section Meet 





FEATURE OF A. L. C. RALLY 





Set Papers and General Discussions to 
Be Continued at White Sulphur 
Gathering 





Ten round table discussions on sub- 
jects of current interest to life company 
medical men will be a distinguishing 
feature of the annual meeting of the 
Medical Section of the American Life 
Convention at the Greenbrier, White 
Sulphur Springs, W. Va., June 11-13. 
This is an innovation in the meetings, 
which heretofore have been built around 
set papers by various authorities, fol- 
lowed by general discussion from the 
floor. 

On Saturday, the last day of the 
meeting, according to the tentative pro- 
gram announced by Dr. S. J. Streight, 
chairman and medical director of the 
Canada Life, the general meeting will 
break up to permit members to take 
part in the round tables, which will run 
simultaneously in the one room where 
the sessions will be held. The subjects, 
with discussion leaders are: 


Discussion Subjects Given 


Dr, “1 .. She 
Minnesota 


“Cardiac Impairments,” 
Dickson, medical director 
Mutual Life. 

“Blood Pressure,” Dr. Henry Wire- 
man Cook, vice-president and medical 
director Northwestern National Life. 

“Gastro-Intestinal,’’ Dr. H. A. Baker, 
medical director Kansas City Life. 

“Nervous and Mental Diseases,” by 
Dr. A. J. Robinson, medical director 
Connecticut General Life. 

“X-Ray,” Dr. I. Kenneth Gardner, 
assistant medical director Reliance Life. 

“Laboratory Technique,’ Dr. H. C. 


McAlister, associate medical director 
Lincoln National Life. 
“Electrocardiograms,’ Dr. C. A. 


Heiken, medical director Home Life of 
Philadelphia. 

“Respiratory, Including Pulmonary 
Tuberculosis,’ Dr. Albert Seaton, medi- 
cal director American Central Life. 

“Disability Insurance and Claims,” 
Dr. Harry W. Dingman, vice-president 
and medical director Continental As- 


surance. 
“Non-Physical Impairments,’ A. J. 
McAndless, executive vice-presi- 


dent Lincoln National Life. 
Permits Freer Expression 


The annual Medical Section meetings 
serve mainly as a means of comparing 
notes on medical trends and develop- 
ments among member companies, thus 
naturally follow the discussion method. 
The time-honored method of having a 
few papers and general discussion will 
be continued this year in the general 
sessions. The thought of Chairman 
Streight and Dr. W. E. Thornton, the 
program chairman, who is second vice- 
president and medical director Lincoln 
National Life, is that the smaller, more 
intimate group discussions will permit a 
wider range of subjects, less formality 
| and freer expression of opinion and ex- 
perience. 


Morris Heads Michigan Society 
R. E. Morris, assistant actuary of the 
Maccabees, has been elected president 
of the Michigan Actuarial Society; 
Lawrence Schley, consulting actuary 
and state agent of the State Farm Mu- 
tual, was chosen vice-president; Jerry 
Gabriel, general agent of the Midland 
Mutual Life, was made treasurer and 
John Abernathy, associate actuary Life 
Insurance Company of Detroit, be- 
comes secretary. 


J. H. McCullough, new manager of the 
Union Central Life at Columbus, O., is 
preparing to move his offices from 33 
| North High street to the Beggs building 
‘at 21 East State street. 








el 
New Chairman Announced 
for Life Insurance Wee, 


———___| 











GEORGE L. HUNT 


George L. Hunt, vice-president of the 
New England Mutual Life in charge of 
agencies, will be chairman of Life In- 
surance Week committee next year. He 
is a native of Connecticut, having been 
born in Essex. He was an agent of 
the Phoenix Mutual Life in 1912 and 
then later he became special supervisor 
in reorganization work for that com- 
pany through the south. Afterwards he 
was appointed manager for the Phoenix 
Mutual at Cleveland. In 1921 he was 
appointed superintendent of agents for 
the Guardian Life. He joined the New 
England Mutual Life in 1924 as general 
agent for Connecticut, being especially 
successful in that role. He was elected 
president of the Hartford Life Under- 
writers Association, president of the 
Connecticut Life Underwriters Associa- 
tion and third vice-president of the Na- 
tional Association of Life Underwriters. 
He was appointed to his present posi- 
tion Oct. 1, 1931. 








Davenport Part-Timers Gone 





President Sanford of Important Associ- 
ation in Iowa Cites Good Results 
of Side Line Operators 





DAVEVNPORT, IA., May 21.—El- 
imination of part time agents was one of 
the features of the past year as far as 
the Davenport Association of Life Un- 
derwriters was concerned, S. W. San- 
ford, president, asserts. 

Before such action was taken, the 80 
members discussed the matter thor- 
oughly. Members agreed that the part 
time salesman cannot be as well trained 
as the man who makes insurance his life 
work; he cannot present the subject as !t 
should be presented; being unable to 
present it successfully, he spoils sales 
for other agents by creating an unfavor- 
able opinion in the minds of the pros- 
pects. 

School teachers formely were fre- 
quently named as part time salesmen. 
Full time operators felt that while pay- 
ing taxes they were paying the salaries 
of the teachers, who in turn deprived 
them of many sales. 

During the short time since the part 
time agent has disappeared from the 
picture, most regular salesmen have fe 
ported increased production. 

The activity of the association also has 
included bringing many prominent 
speakers to Davenport. Vash Young; 
Dr. S. S. Huebner and other prominent 
men have addressed the group. 


George Tack, district agent National of 
Vermont, and Bert Hedges, Kansas man- 
ager Business Men’s Assurance, have 
been elected directors of the Wichita 








(Kan.) Lions Club. 


Yay 24 
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Will Preside 
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W. T. PLOGSTERTH 


W. T. Plogsterth, director of field 
service Lincoln National Life of Fort 















irge of Wayne, who is chairman of the north 
ife In- central round table of the Life Adver- 
ar. He tisers Association, will preside at the 
z been conference to be held Friday of this 
ent of week at the Edgewater Beach Hotel in 
2 and Chicago. 
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= Total Life Sales Increase 
e was in April, Industrial Ahead 
ts for 
Be _ New life insurance production in April 
cially increased 1.4 percent, the total for the 
lected first four months showing a 5.9 percent 
lalae. decrease, according to the Life Presi- 
the dents’ Association. 
socia- April new business of all classes writ- 
Na M@ ten by the 42 reporting companies to- 
‘ters, taled $743,945,000 against $733,870,000. 
posi- New ordinary amounted to $462,376,000 
against $468,187,000, a 1.2 percent de- 
4 crease. Industrial was , $244,356,000 
= against $228,188,000, 7.1 percent in- 
one crease. Group was $37,213,000 against 
$37,495,000, an .8 percent decrease. 
- For the first four months, the total 
l- : e 
new business of these companies was 
$2,866,573,000 this year against $3,046,- 
862,000. New ordinary totaled $1,805,- 
902,000 against $2,062,299,000, a 12.4 per- 
_Fl- cent decrease. Industrial amounted to 
e of $895,766,000 against $868,721,000, an in- 
» as crease of 3.1 percent. Group was $164,- 
Un- 905,000 against $115,842,000, an increase 
‘an- of 42.4 percent. 
80 Research Bureau Figures 
or- Ordinary Life sales were down 7 per- 
art cent for April and 13 percent for the 
ied first four months of the year, according 
life to the Life Insurance Sales Research 
5 it Bureau. Only 18 states showed an in- 
to crease for April. In general the com- 
les J parative record was better in western 
or and southern sections than in the east 
)S- and north. 
is 
Mm I. A. C. Meeting This Week 
y- The Spring meeting of the Insurance 
es Advertising Conference will get under 
ad way Friday evening of this week in An- 
Napolis, Md., with a dinner. Commis- 
rt @ Stoner Hanna of Maryland is scheduled 
e to give the address of welcome. C. A. 
. - almer, advertising manager North 
| America, will act as toastmaster and the 
5 Principal speaker will be J. Fred Essary, 
t § ashington correspondent of the Balti- 
_— more “Sun,” who will talk on “What 
{ the Non-Insurance Man Would Like to 


Know About Insurance.” At the Sat- 
| he morning meeting the speaker will 
— ¢ S. S. Larmon, vice-president of the 
i advertising agency of Young & Rubi- 
‘am, who supervised the advertising 
@nd publicity for Life Insurance Week. 








Chicago Women’s Division in 
Discussion of Prospecting 





A symposium of views on prospect- 
ing by women agents was held at the 
May meeting of the women’s division of 
the Chicago association. Sara Frances 
Jones, Equitable of New York, past 
chairman, was the leader, talking on 
“What Is Practical Prospecting?” 
Others with their subjects were Bessie 
Dixon, Houze agency John Hancock, 
“Live Prospecting Methods,’ Jeannette 
Thielens Phillips, Massachusetts Mu- 
tual, “Prospecting Cards,” and Betty 
Harmon, Stumes & Loeb agency Penn 
Mutual, “Sources of Prospecting To- 
day.” 

Most of her prospects are secured 
from being a good listener, Betty Dixon 
said. She is alert to all that is said and 
done around her, in her home and out- 
side and secures many leads in casual 
conversations. Whatever is said she 
analyzes for its life insurance possibili- 
ties, thus she is prospecting every mo- 
ment while awake. Betty Harmon said 
70 percent of failures in life insurance 
selling is due to lack of proper pros- 
pecting methods. 

Helen Thomas, membership chair- 
man, reported membership is 90, or 
about 100 percent increase in the last 
two years. Three members were ad- 
mitted last week. Miss Edna Kaufmann, 
Stumes & Loeb agency Penn Mutual, 
chairman, presided. 


New Yorkers in “Track Meet” 


Greater New York agencies of the 
Equitable Life of New York held a gen- 
eral meeting to inaugurate a spring 
“track meet” in which agencies and in- 
dividual agents will vie with one an- 
other in production. The winning agency 
will be feted at a dinner. There will be 
special trophies and gold rings will go 
to the individual leaders in each agency. 
Speakers at the rally were Vice-presi- 
dent W. J. Graham, H. J. Rossman, su- 
perintendent of the New York metro- 
politan division, and “Dick” Hanley, 
former star athlete and coach who as 
an agent of the Equitable in Chicago 
has succeeded in paying for 113 cases 
for $1,127,000 his first year in the busi- 
ness and has paid for more than $600,- 
000 since the first of the year. 


Haviland Agency in Outing 

Twenty-eight agents of the F. H. 
Haviland agency of the Connecticut 
General Life in Chicago qualified in a 
golf drive to attend the annual golf out- 
ing to be held at Woodridge golf club 
near Chicago May 22. Written busi- 
ness in the contest was about $1,000,000. 
The agency is well ahead on volume ba- 
sis this year and has had a very large 
increase in paid life and accident pre- 
miums. In April new premiums totaled 
$17,637. For the year to date paid pre- 
miums total over $93,000 compared with 
$69,600 in the same period last year, an 
increase of nearly $24,000, or about 35 
percent. 





Illinois Federation Names 
New Officials at Meeting 











William H. Hansmann, vice-president 
in charge of the Chicago branch, Fi- 
delity & Deposit, was elected president 
of the Illinois Insurance Federation at 
its annual meeting this week, succeed- 
ing W. O. Schilling, manager United 
States Fidelity & Guaranty. Vice- 
presidents elected are: W. P. Robert- 
son, Insurance Company of North 
America: F. R. Blossom, Fred S. 
James & Co.; -C. H. Burras, Joyce & 
Co.; I. M. Hamilton, Federal Life, and 
Rockwood Hosmer, all of Chicago; J C. 
Lanphier, Jr., Springfield; G. H. Mo- 
loney, Hartford Accident; E. V. Mitch- 
ell, Continental Casualty; R. M. Red- 
mond, president Insurance Brokers As- 
sociation, Mr. Schilling and A. I. 
Wolff, Associated Agencies, all of Chi- 
cago. Mrs. Lillian L. Herring was re- 
elected secretary-treasurer. 





SURPLUS RATIO 


For each $100 of contract lia- 
bilities the Midland Mutual 
Life had admitted assets of 
$112.74 on December 31, 
1935, according to The Spec- 
tator. Yet more dividend dol- 
lars have been paid policy- 
holders than the total of all 


death claims. 


THE MIDLAND MUTUAL LIFE INSURANCE CO. 
Columbus, Ohio 














“We'll be getting results for 
the next five years” 


—say Blue & Caskey, Southland Life Agents at 
Sherman. "We were comparatively new in the 
business when this advertising began. Now we 
are probably the best known agents in Sher- 
man and, of course, it brought real results." 


For further information concerning this plan 
write to First Vice-President Clarence E. Linz, 
or to Vice-President and Agency Manager, 
Col. Wm. E. Talbot. 


SOUTHLAND LIFE INSURANCE CO. 


Harry L. Seay, President 


HOME OFFICE - ~ DALLAS, TEXAS 
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Opportunity Is Knocking! 


It Is Pounding On the Doors of 


Men Who Are Willing to Pay 
the Price of Success 


Bankers National Life Insurance Company, the Company that 
reached 75 millions in 8 years, offers the opportunity of a lifetime 
to good men who want to be successful general agents. 

Big success carries a corresponding price tag. The price is 
work, initiative, vision, perseverance. 

If you feel there is no further opportunity for growth in your 
present connection; if you have a record of $100,000 of paid-for 
personal production in 1935; if you have family responsibilities and 
a residence in either Pennsylvania, New Jersey, Ohio, Rhode 
Island, Maryland or Delaware, you are one of the men we 
want to talk to at once. 

Address 


William J. Sieger 


Vice President & Superintendent of Agencies 


Bankers National Life Insurance Company 
Montclair New Jersey 




































































Keeping Business 
On the Books 


A recently ended, eight months’ conservation 
competition among the Branch Secretaries 
and Cashiers of The Great-West Life, yielded 
most encouraging results. Compared with the 
corresponding period of a year earlier, lapses 
decreased 22.6%, surrenders for loan decreased 
33.6%, surrenders for cash decreased 21.8%, 
while the proportion of premiums paid in cash 
and repayments on loans showed considerable 
increases. 


Strong cooperation was given by the Field- 
men, and with new business increasing during 
the same period, the Company’s business-in- 
force shows a substantial increase also. 


Agents can play a large part in keeping their 
own business on the books. 


THE 
GREAT-WEST LIFE 


ASSURANCE COMPANY 


Head Office 
WINNIPEG, CANADA 


Business in Force - Over $570,000,000 
































New York Grist in 
Legislative Mill 


(CONTINUED FROM PAGE 1) 


moved the present legal presumption 
that an affidavit by a company officer, 
clerk or agent that a premium-due no- 
tice has been mailed is valid evidence 
that notice has been duly given. 

One bill would have imposed a tax 
of 15 cents on each dollar of premiums 
charged by a foreign or alien insurance 
company not authorized to do business 
here, the tax to be deducted from the 
policyholder when paying the premium. 
Another would have kept the insured 
reminded of what his policy did not 
cover. by requiring that provisions lim- 
iting coverage be printed in bold face 
type, twice the size of any other mat- 
ter, if the company expected to enforce 
them. 


Would Amend Pension Law 





-Another unsuccessful measure would 
have amended the old age pension law 
so that ownership of a life policy of 
$500 or less would not bar an appli- 
cant from receiving relief and also that 
in the case of a policy payable to the 
estate of a pensioner or to an undesig- 
nated beneficiary prior claims of wel- 
fare officials would apply only on pro- 
ceeds above $500. 

Undertakers would have been made 
surer of being paid had Assembly Bill 
1201 gone through. This would have 
required companies writing life, acci- 
dent, or group to withhold up to $500 
from policy proceeds to cover funeral 
expenses, unless an  undertaker’s_ re- 
ceipt should be presented in connection 
with proof of death or proof given that 
the estate is ample to meet funeral ex- 
penses. 


Bills That Passed 


Bills which got through and were 
signed by the governor were neither so 
numerous nor so radical. One of these 
was the uniform rehabilitation, reorgan- 
ization and liquidation law recommended 
by the insurance commissioners. An- 
other provides that an order of cer- 
tiorari to review the action of the su- 
perintendent in revoking or refusing to 
renew an agent’s license shall not bar 
the superintendent’s action from taking 
effect unless the court, after a hearing, 
grants the stay. The superintendent 
must be notified 48 hours in advance of 
the hearing. The purpose of this is to 
prevent agents or brokers whom the 
department is attempting to oust from 
the business tying the superintendent’s 
hands by getting postponement after 
postponement in court. Some of these 
cases have dragged several years, the 
broker or agent meantime continuing to 
do business. This bill has not yet been 
signed by the governor, but is regarded 
as sure to be signed. 


Bills Awaiting Signature 


Another measure awaiting action by 
the governor would remove the pres- 
ent manadatory provision against ad- 
mitting all non-state companies whose 
assets are not of the same general char- 
acter as domestic companies. The 
change would permit the superintendent 
to. use his discretion about admitting 
such companies. Also before the gov- 
ernor is a measure providing that rate 
reductions or policy dividends on group 
insurance may be applied to reduce the 
employer’s part of the cost but that 
if the employes’ contributions exceed 
the net cost of the insurance, such ex- 
cess shall be applied by the employer 
for the employes’ sole benefit. This 
would prevent the dividends or rate re- 
ductions being made a source of profit 
to an employer. 

In the field of real estate mortgages, 
the laws passed in. prohibiting foreclos- 
ure solely for default in repayment of 
principal was extended to July 1, 1937, 
also the emergency deficiency judgment 
law, requiring deficiency judgments to 
be entered on the basis of fair market 
values. However, none of the several 
proposals which would have lowered 
the maximum permitted interest rate 
on mortgages was successful, 








Veteran Dead 






















JAMES W. STEVENS 


James W. Stevens, the original presi- 
dent of the Illinois Life and later chair- 
man of the board, died at his home in 
Chicago last week after a lingering ill- 
ness. He was born at Colchester, Ill, 
May 25, 1853. He suffered a stroke three 
years ago. He engaged in merchandis- 
ing at Colchester and moved to Chicago 
to join his brother, Charles A., in form- 
ing the store of Charles A. Stevens & 
Bros. He leased the site of the Hotel 
LaSalle in 1905 and the hotel was built 
by him in 1908, he becoming chairman 
of the board. The Hotel LaSalle proved 
to be a paying proposition and the Illi- 
nois Life was a very profitable corpora- 
tion. Mr. Stevens became over ambi- 
tious and erected the Hotel Stevens at 
a cost of about $15,000,000. The depres- 
sion cast the Stevens hotel into receiver- 
ship, which caused the collapse of all 
the Stevens’ enterprises. The Illinois 
Life was placed in the hands of receiv- 
ership. 

Mr. Stevens took hold of the com- 
pany when it was on the assessment 
basis and about to collapse. He ad- 
vanced money, whipped it into shape 
and it became an institution well worth 
while. Mr. Stevens was physically timid. 
At the Illinois Life gatherings when he 
was called upon to speak he could 
hardly be heard and evidently was very 
much stage frightened. He was re- 
garded as a very shrewd and capable 
business man but allowed himself to be 
carried away during the heyday time of 
great prosperity. 


O. P. Grant Joins Equitable 
in the Group Department 








Otis P. Grant, who has been vice- 
president and general manager of the 
Life & Casualty of Nashville until four 
months ago, has joined the Equitable 
Life of New York as assistant group un- 
derwriter. He was graduated from the 
University of Michigan in 1915 and 
from then until 1923 was secretary and 
actuary of the Farmers & Traders Life. 
After two years as actuary of the Cleve- 
land Life he went to the Life & Cas- 
ualty as actuary. He was made vice- 
president and general manager in 1930. 
He is a son-in-law of A. M. Burton, 
president of the Life & Casualty. 

Mr. Grant has been active in the Amet- 
ican Life Convention, Life Office Man- 
agement Association and Industrial In- 
surers Conference, having addresse¢ 
these organizations and served on im- 
portant committees. 


H. S. Stephan of the Travelers, presi- 
dent of the Columbus, O., Association 0 
Life Underwriters, underwent an opera- 
tion for appendicities in a hospital ther¢. 
He is now improving. 
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| QMALLEY SUES MISSOURI STATE DIRECTORS 


(CONTINUED FROM PAGE 3) 
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giller of Cincinnati, who was one of the 
‘incipal stockholders of Missouri State; 
Wiliam T. Nardin of St. Louis, head 
of the Pet Milk Company, who was at 
one time president of Missouri State; 
(J. Dorsey, who was president of the 
jefunct Northern States Life of Ham- 
gond, Ind., president of the defunct Se- 
writy Life of Chicago, who was recently 
gven a new trial by the Illinois supreme 
court after having been convicted on a 
ciminal charge; H. S. Tressel, an ac- 
countant (who was closely associated 
yith Dorsey; Stephen Paul of New 
York, M. L. Emerich, Paul M. Davis of 
Nashville, Tenn., Ernest Woodward of 
Louisville, who was at one time general 
counsel of Kentucky Home Life; E. D. 
Nims, president Southwestern Bell Tele- 
phone Company ; Frank O. Watts, prom- 
inent banker of St. Louis, and Thomas 
M. Pierce of St. Louis. 


Loan Made in 1932 


The loan was made in 1932 by three 
St. Louis banks to Insurance Equities 
Corporation. The collateral was stock 
of Kentucky Home -Life, United Life & 
Accident and Philadelphia Life and then 
there was an agreement that Missouri 
State would stand back of the loan. 
Proceeds were used to purchase control 
of Kentucky Home Life. In January, 
1933, Missouri State assumed the loan 
and paid off the banks. In September, 
1933, when Missouri State blew up, In- 
surance Equities Corporation refused 
payment of the loan and now is in re- 
ceivership and liquidation, Mr. O’Mal- 
ley’s report sets forth, 

The transaction cost the Missouri 
State Life $50,000 in interest payments 
in addition to the $800,000 loan. 

The suit declared that the directors 
acted “negligently, carelessly and in 
reckless disregard of their office” and 
“through or by the exercise of due care 
and caution should have known the Joan 
was for the purpose of permitting Barnes 
and his associates to acquire the com- 





Western Reserve 
Agent Is General 








Manager for Day 





Agents of the Western Reserve Life 
of San Angelo, Tex., were astonished 
and surprised to receive a four-page 
leaflet, “Announcing the resignation of 
A. F.- Ashford as vice-president and 
general manager.” The announcement 
took the agents by storm. However, as 
they read on the inside page, Mr. Ash- 
ford resigned for only one day, May 12, 
in favor of the winner of the “Ashford 
Month” contest. The winner was desig- 
nated to go to the home office at the 
company’s expense and he was to be 
duly elected vice-president and general 
manager by the directors with full au- 
thority and power to manage the com- 
pany for the day. He would be paid the 
salary of the vice-president and general 
Manager for that day and take over Mr. 
Ashford’s office. His name was painted 
on the door and special stationery was 
Printed for him. He signed all checks. 
Mr. Ashford returned to his old job as 
office boy for the day. 

John A. Mathis produced the largest 
amount and therefore he was installed in 
Mr. Ashford’s office. He lives at Lub- 
bock. He has had 21 years in the sell- 
ing end of life insurance. One of his 
Sons is now in Texas Tech, taking the 
insurance course and studying to be an 
insurance salesman. 
“ue a result of the contest honoring 

tr. Ashford, the company received the 
argest volume of business in any one 
month since Organization except two. 

here was over $600,000 of new business 
Produced. The total business for the 
tst four months of the year exceeds 


that for the similar i 
t eriod for a ear 
Since 1930, ' wid 


pany for their private profit and gain in 
violation of law.” 

Mr. Woodward stated in Louisville 
that he had no responsibility in making 
the loan, and that he was not a director 
of the company at the time. Mr. Daw- 
son said he not only opposed the loan, 
but resigned from the board as a pro- 
test against it. 

In the sale agreement with General 
American Life Mr. O’Malley reserved 
the right to bring such legal action 
against any of the officers, directors or 
employes, as such, for any losses that 
may have been sustained by the old com- 
pany through any breach of trust, viola- 
tion of statutory law, negligence, fraud 
or otherwise, etc.” 

It was definitely announced in Jan- 
uary, 1934, that such a suit would be 
filed, but it was stated at that time that 
only seven directors, including all who 
voted for the loan, would be named as 
defendants. But as filed the petition 
names all of the directors as defendants. 


KENTUCKY HOME STARTS SUIT 


ST. LOUIS, May 21.—Former United 
States District Judge C. I. Dawson of 
Louisville through E. A. Green, a local 
attorney, issued a statement that he was 
preparing suits to attack the recent sale 
of stock control of the General American 
Life to Southwestern Investors Corpora- 
tion of Dallas, and in an attempt to dis- 
solve a voting trust agreement for the 
General American Life holdings in the 
Southwestern Life of Dallas. 

Dawson, in the same statement, as- 
sailed the motives of Mr. O’Malley in 
naming Judge Dawson and his law asso- 
ciate, Ernest Woodward, as among the 
13 defendants in the suit to recover 
$850,000 from former directors of Mis- 
souri State Life. 

“O’Malley is starting an action that I 
intend to see that he shall finish,” the 
Dawson statement said, “and if he in 
good faith wants to fasten liability upon 
those responsible for the $800,000 loan, 
I will furnish him with all the evidence 
he needs to bring his action to a suc- 
cessful conclusion. 

“Furthermore, before this action is 
over with I propose to call Mr. O’Malley 
himself to account for his connection 
with the reinsurance of the Missouri 
State Life and for the other matters in 
connection with that company above re- 
ferred to.” 

Judge Dawson stated that when he 
learned of the sale of the General Amer- 
ican Life stock to the Dallas interests 
through funds furnished by Southwest- 
ern Life and also that General American 
Life with Mr. O’Malley’s consent had 
recently executed a voting trust agree- 
ment under which the voting power of 
the Southwestern stock owned by Mis- 
souri State Life account was vested in 
three officers of the Dallas company he, 
as attorney for Kentucky Home Life, 
had protested to Mr. O’Malley and to 
General American Life, insisting that 
they should éach take such action as was 
necessary to set aside the voting trust 
agreement with reference to the South- 
western stock and to compel the return 
to the treasury of the Southwestern Life 
of the $2,600,000 paid out by it for use 
in the purchase of the General American 
stock. 

“They both refused to bring any such 
action,” his statement continued, “and 
they were then advised that in behalf of 
my client I should be compelled to in- 
stitute such actions. 

“T am satisfied that in so far as the 
action against Mr. Woodward and my- 
self is concerned, it is a bluff shot to 
keep us from coming to Missouri for the 
purpose of prosecuting the proposed ac- 
tions. I am calling his bluff.” 

Contest of the General American- 
Southwestern deal has been expected by 
Kentucky Home Life. That deal just 
about removes any possible chance of 
Missouri State stockholders ever getting 
anything and Kentucky Home has a big 
block of Missouri State. 








Low Pressure Selling 


Experience is continually modifying an 
agent’s selling technique. 


Each day his technique is either better 
or worse than yesterday’s. It is never the 
same. 


Each day’s experience increases a sales- 
man’s opportunities. It impels him to use 
working habits that are most efficient for 
him. He tends more and more to use the 
friendly conversational way of selling. It 
is this low pressure technique to which 
State Mutual Field Men have. committed 
themselves. 


STATE MUTUAL LIFE 

ASSURANCE COMPANY 
7... 

WORCESTER, MASSACHUSETTS 


Incorporated 1844 





Over 91 Years a Synonym for Security 

















The Columbus Mutual 
OFFERS 


First—LOW COST INSURANCE TO SELL. 


Second—LIBERAL COMMISSIONS FOR SELLING IT. 
(An Unusual Combinatien) 


Third—IDEAL WORKING CONDITIONS. 


Vested Renewals— 

Unrestricted Territory— 

Automatic Promotion— 

Equality of Opportunity— 

The Right to Build Your Own Agency— 

No one to interfere, dictate or coerce— 

Every influence helpful, inspirational— 

Reward determined not by chance, by guess, 
or by favoritism, but by results— 

The larger the production, the higher the rate 
of compensation— 


You do not have to fight for a better contract— 
You rise to your rightful level without let or hindrance. 


THE COLUMBUS MUTUAL LIFE 
INSURANCE COMPANY 
COLUMBUS, OHIO 
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How Life Insurance Helps 


Men of wealth these days are con- 
fronted with most vexing and difficult 
problems because of the increasing taxes 
all along the line. While we will prob- 
ably not be confronted with inflation 
as it is generally understood, that is, 
mounting prices of all tangibles, there 
will be constantly increasing taxes. For 
instance, it. has been found in case of 
many people that the New York state 
income tax is higher than the federal 
income tax. Inheritance and_ estate 
taxes are reaching a high point and the 
end is not seen. Probate costs have 
increased. Therefore when a man of 
competence begins to count the cost in 
case of death he sees all those’ who 
are beneficiaries being called upon to 
sacrifice a tremendous toll out of the 
estate to meet the various death de- 
mands. 

The other night Boake Carter, the ra- 
dio news commentator, gave a_ special 
broadcast during Life Insurance Week and 
mentioned the fact that the late MeLvin A. 
TRAYLOR, who was president of the First 
NATIONAL BANK of Chicago, carried in 
the neighborhood of $1,000,000 life in- 
surance and that was all that he had to 
leave his family. As a matter of fact, 
when Mr. TraAyvor’s estate was settled, 
it was found that the net was about 
$263. He had large loans out that had 
to be met. Had it not been for his life 
insurance his dependents would have 
had nothing from the estate itself. 

The inference from Boake Carter’s 
talk was that Mr. TRAYLOR was in a posi- 
tion to know all about investments. He 


Bigness of Life Insurance 


Lire insurance in point of assets ex- 
ceeds all other classes of insurance com- 
bined many times over. This gives some 
idea of the magnitude of the life insurance . 
business. For instance, the assets of all 
the life companies at the end of 1935 were 
$24,857,102,403. The assets of all the cas- 
ualty companies, stock and mutual, were 
$2,650,130,935. The assets of all the fire 


Connecticut Mutual’s Anniversary 


Tuat is an excellent bit of history that 
the Connecticur Mutua Lire presents 
in connection with its 90th anniversary, 
which was observed May 16, so far as the 
granting of its charter was concerned. It 
is celebrating this year the 90th anniver- 
sary of its founding. It started writing 
in December, 1846. It is a pioneer in 
many respects as it was the first company 
to be formed in Connecticut and the sixth 
in the entire United States. It brings out 
the important fact that it was the first life 


had the opportunity of learning the ins 
and outs and he had inside knowledge 
of stock market conditions as well as 
business trends. Yet, as Mr. CartTER 
pointed out, Mr. TRAyvor relied on life in- 
surance to carry him through and it was 
well that he did. 

Listening to this broadcast, there was 
a man worth something like $5,000,000 
and his wife, in her own name, had $1,- 
000,000. He was an official of his con- 
cern and in two or three years would 
reach the retirement age. As he and 
his wife conferred after the CARTER 
broadcast, the thought occurred to them 
that unless the husband carried life in- 
surance to make liquid his estate, there 
would be a severe toll exacted from 
their children to meet the death de- 
mands of the estate. The amount that 
he intended his dependents to have 
would shrink greatly because of the 
large tax exaction. 

Another idea occurred to him and 
that was that he owned a large number 
of shares of his concern. If, therefore, 
it became necessary to sell enough 
stock to meet the demands, it would be 
a grave injustice to other stockholders 
because the market would be gravely 
depressed. He figured out the estate 
would have to pay something like $2,- 
000,000 in taxes. Therefore it seemed 


to him that Metvrin Traytor had the right 


idea in making a large investment in 
life insurance and thus not only creat- 
ing a permanent fund for his dependents 
but also in protecting the tangibles of 
an estate. 


and marine companies, stock and mutual, 
were $2,498,863,912. It will be seen that 
the combined assets of all the fire and cas- 
ualty companies were something above 
$5,100,000,000. Therefore, the life insur- 
ance assets were over four and a half times 
those of the total of all other kinds of in- 
surance. That is the measure of public 
faith in it. 


company to establish an agency west of 
the Mississippi, having appointed an agent 
at St. Louis in 1848. 

The Connecticur Murvat Lire evi- 
dently was the mother, so to speak of a 
number of men who later attained distinc- 
tion with other companies. It was a great 
school in which to be trained. Those that 
went from its doors were imbued with the 
responsibility resting upon the officials of 
life companies. 


that splendid type of legal reserve, mutual 
companies that are a credit to the business 


LIFE insurance salesmen realize that the 
public is always full of excuses as to 
why life insurance should not be bought. 
People seem to seek reasons why they 
should not do their duty. We all are 
inclined to procrastinate. Sometimes 
the state of the weather is used. Very 
often the stock market is brought up 
as a reason why nothing can be done. 
Politics comes to the front. Just now 
the mounting taxes and the activity of 


and give it stability and finish. It is com-: 


—————__ 
panies of this type that create greater faith 


in the life insurance institution jtsej and 
bolster the whole country. 


Excuses All the Time 


the administration at Washington ay 
used as reasons why life insurance 
should not be bought. It behooves qj 
salesmen therefore to study these ¢ 
cuses and have an apt answer for then, 
Sometimes an agent can devise a reply 
when an excuse is brought out that js 
very convincing. There are rejoinder 
to these excuses that often turn the 
trick. Agents should be slow to accep, 
alibis. 
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PERSONAL SIDE OF BUSINESS 





Mrs. W. T. Grant, wife of the presi- 
dent of the Business Men’s Assurance, 
who recently underwent a major opera- 
tion at a Kansas City hospital, was ex- 
pected to return to her home this week. 


— 


Ely D. Miller of the Provident Mu- 
tual Life in Columbus, O., is a delegate 
to the general conference of the Meth- 
odist Protestant church, which is being 
held at High Point, N. C. Mr. Miller 
has been a delegate to each of the last 
six quadrennial conferences. He is sec- 
retary of the Columbus Association of 
Life Underwriters. 


J 


Frank M. See, St. Louis, general 
agent of New England Mutual Life, 
has been selected to head the Y. M. 
C. A. campaign for funds next fall. 


— 


J. R. Burcham, home office attorney 
of the General American Life, is the 
father of a baby girl. 


Des Moines agents and employes of 

Massachusetts Mutual Life, celebrated 
the 85th anniversary of the company 
and the birthday anniversary of W. E. 
Lewis, general agent there, at the same 
time. The salesmen presented Mr. 
Lewis $100,000 new paid-for business, 
in addition to a floral gift. 
Homer D. Lininger, general agent of 
the Connecticut Mutual Life in the office 
of Williamson & Wellbeloved at Chi- 
cago, who went to Tucson, Ariz., fol- 
lowing a severe attack of pneumonia, 
finds that he will have to remain in a 
more amiable clime and hence his fam- 
ily has moved to a ranch near Tucson. 


R. F. Tull, secretary Fidelity Mutual 
Life, is on a Pacific coast agency trip. 


T. D. Harvey, formerly vice-president 
of the Massachusetts Indemnity, now 
director of sales for the Capitol Life of 
Denver, is located in Los Angeles at 
the present developing that territory. 


The Philadelphia Life in June will 
celebrate president’s month with a spe- 
cial drive for business in honor of Presi- 
dent Clifton Maloney’s birthday. 


Thomas D. Hammond, associated 
with his father, Wilmer M. Hammond, 
southern California general agent in 
Los Angeles of the Aetna Life, was 





The Connecticut Murua represents 


eal 


Ann Waite of that city. Mr. and Mr, 
W. M. Hammond, Sr., were unable to 
attend the wedding, owing to sickness 
at home, but Wilmer M., Jr., was best 
man. 


-_- 


C. E. Eddleblute, Denver general 
agent of the Penn Mutual Life, has 
been elected president of the board of 
trustees of the Colorado Woman’s Col- 
lege of Denver. 


— 


Herbert N. Laflin, assistant counsel 
of the Northwestern Mutual Life, who 
is prominent nationally in Masonic ac- 
tivities, had the distinct honor of par- 
ticipating in the ceremony conferring 
the 31st and 32nd degrees in Masonry 
on his son, John, in Omaha, Neb. John 
Laflin, who is Omaha general agent for 
the Penn Mutual Life, is the fourth 
generation of Laflins in Masonry. His 
father is and his grandfather and great- 
grandfather were 33rd degree Masons. 
Herbert Laflin is past master of the 
Wisconsin Grand Lodge of Masons, 
and also deputy for Wisconsin of the 
supreme council, Scottish Rite, in the 
northern Masonic jurisdiction. 


_« 


A. H. Pulliam, former chief deputy of 
the Kentucky department, died in Louis- 
ville of a heart attack at the age of 55. 
Lately he had been chief field deputy 
in Kentucky for the internal revenue 
department. At one time he had a local 
agency in Bardstown, Ky. 

Mr. Pulliam was connected with the 
insurance department for some eight 
years, and left when J. Dan Talbott be- 
came state auditor in charge of the 
department. 


George S. Van Schaick has taken his 
new position as vice-president at the 
head office of the New York Life. He 
was formerly New York insurance su- 
perintendent and in his present position 
he will be of great assistance to the ad- 
ministrative body. 


S. G. Duckworth, general agent 1 
Canton, O., of the Lincoln National 
Life, completed 11 years of consecutive 
weekly production last month. 


R C. Newman of St. Louis, premier 
life insurance producer, has revealed his 
marriage last July to his secretary, Miss 
Jane Hogan. Last year he was the 
leading producer for the New England 





married in Chicago to Miss Cornelia 


Mutual Life and in 13 of the last 15 











THE NATIONAL 


UNDERWRITER 





LIFE INSURANCE EDITION 
PUBLISHED EVERY FRIDAY 


Published by THE NATIONAL UNDERWRITER CO., Chicago, Cincinnati, New York. PUBLICATION OFFICE, 175 W. Jackson Blvd., CHICAGO. Wabash 2704. 


E. J. WoxH.cEmutH, President 

Leverinc CaRTWRIGHT, Ass’t Man. 
OINOCINNATI OFFICE—420 E. Fourth 8&t., 
Tel. Parkway 2140. L. H. Martin, Mer.; 
Abner Thorp, Jr., Director Life Ins. Service 
Dept.; C. C. Crocker, Vice-President. 


HARTFORD OFFICE—Room 602, 18 Asylum 
6t., Telephone 7-1227. R, HB. Richman, V. P. 


Subscription Price $3. 


CartwricHt, Managing Editor 
Editor ameeins 


NEW YORK OFFICE—1200-123 William 8t., 


Associate Editors: F. A. Post, C. D. Spencer, D. R. SCHILLING 


H. J. Burripce, Vice-Pres. 
Associate Managers: 


SAN FRANCISCO OFFICE—507-8-9 Flatiron 


Bldg., Tel. KEarny 3054. F. W. Bland, Res. 

Tel. Beekman 38-3958. Editorial Dept.— Mer.; Miss A. V. Bowyer, Pacific Coast Editor. 
G. A. Watson, Assoc. Ed., R. B. Mitchell, DALLAS OFFICE—1218 Kirby Bldg., Tel. 
Asst. Ed. Business Dept.—N. V. Paul, Vice- pn lg B. adage — Mer. ae 

FFI oo ansportation 
Pres.; W. A. Spiker and J. T. Curtin, Resi- Bldg., Tel. Randolph 3994. A. J. Edwards, 
dent Managers es. Mer. 
00 a year in United States and Canada. Single Copies, 15 cents. 


Joun F. Wontcemurs, Secretary 
W. A. Scanton, G. C. Rozpine, 0. E. ScHwasts 


DES MOINES OFFICE—627 Insurance Bx 
change, Tel. 44417. R. J. Chapman, Res. = 
ATLANTA, GA., OFFICE—Trust Company ff 
Georgia Bldg., Tel. Walnut 5867. W. ™ 
Christensen, Res. Mer. 

PHILADELPHIA OFFICE — 1127 Fidelity: 
Philadelphia Bldg., Tel. Pen. 3706. W. % 
Smyth, Res. Mer. 


In Combination with The National Underwriter 
Fire and Casualty, $5.50 a year. Entered as Second-class Matter June 9, 1900, at Post Office at Chicago, IIL, Under Act, March 8, 1879. 





































ly 22, 1935 
== 
Teater faith 
1 Itself and 


Agton are 
insurance 
hooves all 
these eX 
for them, 
ea Teply 
ut that js 
rejoinders 
turn the 
to accept 


——— 


— 


ind Mrs, 
nable to 
Sickness 
vas best 


general 
ife, has 
Oard of 
V's Col. 


counsel 
e, who 
NIC ac: 
of par- 
ferring 
asonry 
. John 
ent for 
fourth 
. He 
great: 
asons, 

of the 

asons, 

f the 

n the § 


ity of 
,OUis- 
of 55, 
puty 
enue 
local 


the 
sight 
t be 

the 














LIFE INSURANCE EDITION 


13 











vars has produced upwards of $1,000,- 
io9 annually. His business so far this 
var has exceeded $500,000. He is 
the first man west of the Mississippi 
ver to lead the field force of the New 
England Mutual. 


Gale F. Johnston of St. Louis, south- 
western division sales manager Metro- 
politan Life, has been elected president 
of the Community Fund of St. Louis. 
He has been active in the Community 
Fund and similar campaigns for several 
years and received the United States 
junior Chamber of Commerce award 
for civic service in 1933. 


Harold J. Cummings, vice-president 
of the Minnesota Mutual Life, who 
hs just returned from a_ two 
months’ swing through the western 
states, visited A. O. Eliason, former 
president of the National Association of 
Life Underwriters, and found him im- 
proving in health. Mr. Eliason has been 
in California the past few months, but 
is planning a visit to Minnesota this 
summer. 

H. B. Eames, newly appointed man- 
ager for the Continental American Life 
in Boston, began his life insurance work 
in 1925, previously having been in the 
banking field. For five years he was an 
agent with the Connecticut General and 
for the last six years a unit manager. 
He made the honor roll consistently as 
an agent and his unit produced more 
than a million dollars of business over 
the last three years exclusive of annu- 
ities. Mr. Eames expects to establish 
headquarters for the Continental Amer- 
ican on the tenth floor of the Post Of- 
fice Square building within two months. 

The transfer of F. B. Summers from 
Omaha to Boston as supervisor of 
agencies for the New York Life in New 
England will bring close again two men 
who had their early life insurance ex- 
periences together. The other man is 





O. T. Sullivan, vice-president United 
Life & Accident. Mr. Summers is 
widely known as a director of the Na- 
tional Association of Life Underwrit- 
ers. In 1914, he and Mr. Sullivan were 
selling life insurance in Edmonton, Can. 
For more than two years, they worked 
together there. Though they have seen 
each other only once in 20 years, a cor- 
respondence was maintained. Next 
September Mr. Summers will address 
the United L. & A. dinner and enter- 
tainment at the time of the Boston con- 
vention. 

William F. Morgan, manager of the 
Mutual Life in Hartford, is back at his 
desk after being away for six weeks. 
Mr. Morgan has almost completely re- 
covered from a severe attack of lobar 
pneumonia. 

Kellogg Van Winkle, southern Cali- 
fornia manager at Los Angeles of the 
Equitable Life of New York and presi- 
dent of the California State Association 
of Life Underwriters, has returned 
home from a month’s absence on a trip 
east accompanied by Mrs. Van Winkle. 
During his absence the Van Winkle 
agency wrote over $1,600,000 in new 
business. 

Lee Cannon, superintendent of agents 
of the Montana Life, is the father of a 
daughter, Constance Cannon. 


H. O. Edgerton, president of the 
Boston Mutual Life, has now returned 
to his office. He spends a few hours 
a day at his work. He has made an 
excellent recovery, but he is unable to 
use his eyes for any kind of steady 
reading. 

Edwin R. Hogg, Jr., assistant man- 
ager North American Life Assurance, 
Seattle, is celebrating his 15th year in 
the business. He observed Life Insur- 
ance Week by tying his best record. 








NEWS OF THE COMPANIES 





Commonwealth Life Elects 





Judge Homer W. Batson, Louisville 
Attorney, Named New President; 
Vice-President Russell Advanced 





Judge Homer W. Batson, senior 
member of the law firm of Batson & 
Gary, Louisville, Ky., was named presi- 
dent of the Commonwealth Life at a 
meeting of directors. Judge Batson has 
been with the company 25 years and 
has served as director, general counsel 
= as a member of the finance commit- 
ee, 

Other appointments were: L. G. Rus- 
sell, who has been vice-president and 
manager industrial department since or- 
ganization of the company, was ad- 
vanced to first vice-president; Frank M. 
Rash, Louisville, Ky., financier, was 
elected director and member of the 
finance committee; executive commit- 
tee: I. Smith Homans, vice-president 
and actuary; Judge John M. Lassing, 
S. French Hoge and Victor L. Kelley, 
all directors. 





Asks $250,000 for Services 
in General American Deal 


ST. LOUIS, May 21—H. M. Mc- 

heeters, an agent of the Equitable Life 
of New York, has filed’ suit in circuit 
court here to collect $250,000 for serv- 
ices he alleges he performed in connec- 
tion with the taking over by the Gen- 
eral American Life of the business and 
assets of the Missouri State Life. 

Defendants in the suit are David M. 
Milton and Ellery C. Huntington, Jr., 
New York; Walter W. Head, president 
General American Life; Edgar C. Proc- 
tor of Washington, Equity Corporation, 








General American Securities Corpora- 
tion, and the General American Life. 

McPheeters says he was employed by 
the defendants in July, 1932, to assist 
them in acquiring the Missouri State 
Life. He claims he was working with 
E. C. Proctor and says he understands 
certain payments have been made to 
Proctor although none has been made 
to him. It was on that basis he named 
Proctor a defendant. 

Fred L. English, attorney for the 
General American Life, said: “I can’t 
understand how McPheeters can claim 
payment from the General American 
Life for services rendered before it was 
organized.” 


Ohio State Life Directors 
Name Knapp Acting Head 








Directors of the Ohio State Life have 
elected Frank A. Knapp, executive vice- 
president, as acting president to suc- 
ceed U. S. Brandt, who died May 1. 
Mr. Knapp is chairman of the executive 
committee and has served as a director 
25 years. 

The directors authorized John M. 
Sarver, former president and now chair- 
man of the board, to appoint a commit- 
tee of directors to select and recommend 
to the board a permanent successor to 
President Brandt. 

Mr. Knapp has been active with the 
company for two decades and has had 
extensive business experience through 
his insurance activities and banking and 
telephone company connections. His 


home is at Bellevue, O., where he is 
president of the Northern Ohio Tele- 
phone Company and director of the 
Union Bank and Savings Company. He 
is also president of the Farmers & Cit- 
izens Bank of Monroeville, O. 

The directors adopted a _ resolution 


memorializing the life and work of Mr. 
Brandt. 


London Life Promotions 


J. H. C. Graham, who joined the 
London Life of London, Ont., in 1924 
as director of field service, after being 
for some years general secretary of the 
Life Underwriters Association of Can- 
ada, is now appointed publicity exec- 
utive in charge of publicity, advertising 
and public relations. H. R. Laurie, for- 
merly chairman of the underwriting 
committee, is appointed underwriting 
executive, with direction over selection 
of risks in both industrial and ordinary 
branches. Dr. J. T. Bowman, formerly 
assistant medical director, becomes as- 
sociate medical director. R. W. Ward, 
formerly secretary ordinary collections 
and records department, has been ap- 
pointed agency secretary. G. F. Eng- 
land, formerly secretary of the invest- 
ment department, becomes investment 
executive, with direction over both 
mortgage and securities departments. 





Lincoln National Statistics 


A decrease of 48 percent in the de- 
mand for cash surrender values for the 
first four months of 1936 from the first 
four months of 1934 is reported by the 
Lincoln National Life. It reports a 
regular falling off in demands for cash 
from life policies since 1934. The first 
four months of 1935 decreased 28 per- 
cent from 1934 and the first four months 
of 1936 decreased 28 percent from 1935. 
Policyholders requested $4,250,000 less 
money in 1936 than in 1934. Total cash 
receipts, exclusive of sales of securities, 








Boston Red Sox Player 
Prominent Life Agent 











“Bill” Werber, third baseman on the 
Boston Red Sox, who is making his- 
tory for himself this year and who 
gained distinction in the series with the 
Chicago White Sox this week, was in- 
terviewed Monday evening at the WGN 
studio, Chicago, by Quin Ryan, in 
charge of the station. Waldermar Wer- 
ber of Washington, D. C., manager of 
the Federal Life of Chicago, is the 
father of “Bill” Werber. During the 
time that he is not playing baseball, 
“Bill” Werber is an agent of the Fed- 
eral Life in Washington, D. C., spe- 
cializing on the continuous income plan. 
During the broadcasting Mr. Ryan 
mentioned the Federal Life as being the 
“Tribune” insurance connection. The 
Federal Life offers accident insurance to 
“Tribune” readers and also has a life 
insurance plan to present. 








increased 7 percent for 1936 over 1934 
for the first four months. New invest- 
ments the first quarter of 1936 were in 
excess of $13,000,000. 





New Junior Officers 


MILWAUKEE, May 21—Three 
new junior officers have been named by 
the Northwestern Mutual Life. Karl 
Maier, Jr., has been named superinten- 
dent of residence loans in the mortgage 
loan department. He is a Milwaukeean 
and graduated from the University of 





























tising carries this month. 








UNTO THE G&A Gfentration 


Four generations of one family of “confirmed Mutual 
Benefit policyholders” insured by one agent over a period 
of fifty years is the story the Company’s national adyer- 


Mutual Benefit is a good company for the family’s life 
insurance program; the Mutual Benefit representative 


is a good man to plan the program. 


The 
MUTUAL BENEFIT 
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The message is this: the 
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ACTUARIES 


CALIFORNIA 

















Barrett N. Coates Carl E. Herfurth 


COATES & HERFURTH 
CONSULTING ACTUARIES 


114 Sansonre Street 437 So. Hill Street 
SAN FRANCISCO LOS ANGELES 








ILLINOIS 





DONALD F. CAMPBELL 
CONSULTING \ACTUARY 


160 N. La Salle Street 
Telephone State 1213 
CHICAGO, ILLINOIS 














Specialty, Income Taxes of Insurance 


Companies 
WILLIAM W. CHAMBREAU 


Consulting Actuary and Tax Consultant 
111 West Monroe Street, Chicago 


Organization, Management, Tax Service 








Washington Office Investment Bldg. 














INDIANA a 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 























HARRY C. MARVIN 
Consulting Actuary 
807 Peoples Bank Bldg. 
INDIANAPOLIS, INDIANA 


MISSOURI 


ALEXANDER C. GOOD 


Consulting Actuary 
Cemral Missouri Trust Company Bldg. 
Jefferson City, Missouri 




















Frederic S. Withmgton 
Consulting Actuary 
3642 Central St. 
Kansas City, Mo. 
Telephone, Valentine 8068 


NEW YORK 








MILES M. DAWSON & SON 
CONSULTING ACTUARIES 
500 Fifth Avenue New York City 


L — 


Established 1865 by David Parks Fackler 


FACKLER and BREIBY 


Consulting Actuaries 
Edward B. Fackler William Brelby 
8 WEST #TH STREET NEW YORK 























PENNSYLVANIA 


FRANK M. SPEAKMAN 
Consulting Actuary 


Fred E. Swartz, C. P. A. 
E. P. Higgins p 











PHILADELPHIA 








Wisconsin in 1923. He joined the 
Northwestern Mutual in 1932. He has 
been devoting his time to planning and 
carrying out the company’s expansion 
in the residence loan field and now be- 
comes head of that department. 

Howard J. Tobin, with the North- 
western Mutual since 1934, has been ap- 
pointed assistant manager of city loans. 
Mr. Tobin is a native of Chicago, where 
he attended the University of Chicago 
and graduated from the law course at 
Kent. 

William R. Nethercut has been ap- 
pointed as assistant counsel of North- 
western Mutual Life. . Mr. Nethercut is 
a graduate of the law school of Mar- 
quette University, Milwaukee, and en- 
tered the company’s law department in 
1913. 





Montana Life May Contest 


The field force of the Montana Life, 
on its own initiative, is conducting a 
drive in May with the objective of pro- 
ducing $2,000,000 of business during the 
month. Ray Orth, San Francisco gen- 
eral agent, was chosen general chair- 
man by the field. At the regional con- 
ventions last month, regional chairmen 
were named. They are: Sam H. Cox 
of Portland, Ore., F. R. Daniels, Seattle, 
A. B. Bradham, Helena, Mont., and W. 
R. Frost, Billings, Mont. 





Ask Bids for Reinsurance 


Bids for the reinsurance of the Un- 
ion Mutual Life of Des Moines will be 
received by Commissioner Murphy of 
Iowa, the receiver, June 4. 

Proposals must be in writing and 
must include the form of contract which 
the proposing company would be will- 
ing to enter into with the receiver, or 
the plan of reorganization and rehabili- 
tation proposed. Proposals must be ac- 
companied by a $10,000 deposit. 

A court hearing on the proposals will 
be held in Des Moines June 15. 


Great-West Contest Results 


Washington won third prize and Cal- 
gary second prize in the branch office 
conservation contest conducted by the 
Great-West Life of Canada. The con- 
test began Aug. 1, 1935, and continued 
for eight months, competition being 
based on lapses, cash and loan surren- 








Takes Executive Post in 
Milwaukee Life Company 














JAMES H. DAGGETT 


James H. Daggett, who becomes ex- 
ecutive vice-president of the Old Line 
Life, has resigned as vice-president of 
the Marshall & Ilsley Bank of Milwau- 
kee. He has been in the banking busi- 
ness for more than 30 years and 1s 
active in state and national banking 





business and prominent in civic, educa- 


ders, policy loans, premium collections 
and loan repayments. 

In addition to the two prize winners, 
prizes were given to the leading branches 
in each of the. five groups as follows: 
Minnesota, Vancouver, Ottawa, Regina 
and Prince Edward Island. For the 
eight months period, compared with the 
corresponding period the previous year, 
lapses decreased 22.6 percent; loan and 
cash surrenders decreased 33.6 and 21.8 
percent respectively. Loan repayments 
increased $117,322. Cash premiums col- 
lected improved from 79 percent to 82 
percent. New business during the same 
period increased 13 percent. 





Observes 26th Anniversary 


The Mid-Continent Life, organized in 
Oklahoma City 26 years ago, in May, 
1910, is celebrating its anniversary. 
R. T. Stewart has been president of the 
company since 1916. 





Lincoln National in Ohio 


A mistake was made in a recent issue 
which gave the business in force of the 
Lincoln National Life in Ohio. The cor- 
rect amount is $69,215,212. 





Vernon Knapp has joined the home 
office staff of the Occidental Life of Cal- 
ifornia at Los Angeles as group repre- 
sentative in southern California. He was 
formerly with the group and life depart- 
ments of the Travelers in New York City. 


SALES MEETS 


Business Men’s Assurance 
Convention Dates Are Set 














The Business Men’s Assurance has 
set its annual convention for “all star” 
salesmen at the Congress Hotel, Chi- 
cago, Aug. 26-28. Thirty salesmen al- 
ready have qualified for attendance, 16 
for themselves and wives. 

Two salesmen qualified for Grant 
Club directors by May 1, which never 
before has happened. They are R. E. 
Sanders of California and T. B. Isaac- 
son of Utah. 

Salesmen from Nebraska, Iowa and 
South Dakota joined those from Mis- 
souri for the regional sales conference 
in Kansas City May 21-22. West Vir- 
ginia salesmen will participate in the 
regional meeting at Columbus June 5-6, 
along with Ohio representatives. 


Penn Mutual Sales School 


A two-day sales school for agents of 
the Penn Mutual Life from Des Moines, 
Davenport, and Waterloo, Ia., was held 
in Des Moines. J. E. Rutherford, Des 
Moines, general agent, was in charge. 
The school was conducted by E. Paul 
Huttinger, agency secretary and man- 
ager of training; G. D. Davis, man- 
ager of the company’s sales research bu- 
reau, and F. E. Herb of the claim de- 
partment. It is one of a series being 
conducted throughout the country. 


Lindsay, Oliver in New Orleans 


L. Seton Lindsay, vice-president New 
York Life, was guest of honor and prin- 
cipal speaker at a two-day conference in 
New Orleans. Nearly 300 “quota men” 
of the gulf department, covering Louis- 
iana, Alabama, Mississippi and Florida, 
attended. The meeting opened with a 
luncheon. Dick Oliver, inspector of 
agencies at large, spoke. Roy Miner 
of New Orleans, supervisor of the south- 
ern department, was in charge. 


Preferred Life Convention 


Among the speakers at the annual 
agency convention of the Preferred Life 
of Montgomery, Ala., who lauded the 
company upon its expansion in Alabama, 
Georgia, Mississippi, Tennessee, South 
Carolina and Louisiana were Superin- 
tendent John Sharp Williams, Missis- 
sippi; Mrs. McLees of the South Caro- 
lina department; Frank N. Julian, Ala- 











tional and religious affairs. 


bama superintendent; L. L. Gwaltney, 


deputy commissioner, and George H 
Thigpen, former commissioner. ; 

The convention was attended by aboy, 
150 representatives from six states at 
Montgomery. S. H. Longshore, generaj 
manager, presided at the business Ses. 
sions, and Dr. George Wheeler served 
as toastmaster at the banquet. 





Richards Stresses Prospecting 


Robert G. Richards, agency secretary 
Atlantic Life, in a talk to the C j 
Godwin agency at Raleigh, N. ¢ 
stressed the importance of Prospecting. 
Agents should strive for quality rather 
than mere quantity, he declared. 





Missouri Group in Omaha 


Dr. C. C. Criss, president United 
Benefit Life and Mutual Benefit Health 
& Accident, Omaha, addressed about 49 
Missouri managers and agents visiting 
the home office for a sales meeting, 








NEWS OF LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender 
Values and Charges in Policy Literature, Rate 

ooks, etc. — lementing the “Unique Manual 
Digest,” publ annually in May at $5.00 and the 
“Little Gem” published annually in March at $2.00 























Empire State Mutual Rate 
Scale That of Predecessor 


The Empire State Mutual Life of 
Jamestown, N. Y., which succeeds the 
Empire State Life, is continuing on 
American experience 3% percent basis, 
Vice-president M. O. Doolittle advises. 
The rate as used for several popular 
forms at quinquennial ages are: 





Fam. Inc 

20 Year 

1st After 

O.L. 20P. 20Yr. End. 10 10 

Age E.85 E.85 End. at65 Yrs. Yrs. 

16 $15.35 $23.52 $43.70 $17.49 ....  .... 

20 16.65 25.11 44.33 19.36 $22.92 $11.92 

25 18.67 27.47 45.22 22.36 25.35 13.18 

30 21.27 30.32 46.29 26.42 28.54 14.84 

5 24.67 33.81 47.67 32.10 32.89 17.10 

40 28.98 37.85 49.19 40.13 38.75 20.15 

45 34.87 43.15 51.84 51.84 47.49 24.69 

50 43.04 50.20 56.23 eos mars on 
55 54.388 59.84 63.44. 

60 70.42 73.50 75.07 

2,000 

Whole $5,000 Mod. 

Fam. Ine Life Life Life 

10 Year a. 65 Spec. Spec. 

20 iets $17.41 73.60 wee 

25 Pree ‘act 19.79 82.60 $27.40 

30 $24.64 $12.81 22.99 94.1 30.71 

35 28.35 14.74 27.41 109.20 35.21 

40 33.09 17.21 33.52 129.20 41.16 

45 39.82 20.74 42.99 156.25 49.96 

0 49.53 25.76 58.15 193.40 63.27 

55 63.57 38.06 87.37 244.60 83.22 

60 pete asin mats 315.90 alee 





Issues “Income Protector” 


The Northern Life of Seattle has 
brought out an “Income Protector” 
policy as a feature of its 30th anniver- 
sary celebration. Details are being sent 
to agents and soon will be made public. 
The company also is eliminating the 
war clause from all life, endowment and 
term policies. Vice-president Arthur 
Johnson states in explanation, “While 
present conditions throughout the world 
are in a rather chaotic state and argu- 
ments in favor of retaining the clause 
are strong, the company has decided 
to issue all new policy forms without 
these restrictions and, furthermore, will 
eliminate said restrictions on any po! 
icy which may be issued on the old edi- 
tion form. This action is retroactive 
with regard to old policyholders with- 
out the necessity of taking any further 
action.” 





' Modern Life 


A new retirement income policy for 
ages 55, 60 and 65 has been announced 
by the Modern Life of St. Paul. 





Increase in Employes 


In an employment insurance survey 
by the New York “Sun,” the Prudential 
is reported as having had 37,025 em- 
ployes in 1929, compared to 39,708 1 
1935. 
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LIFE AGENCY CHANGES 


—_ 





Edward W. France Goes to 
Furey Agency at Pittsburgh 





Ww. M. Furey & Son of Pittsburgh, 
general agents of the Berkshire Life in 
western Pennsylvania, have appointed 
Edward W. France as agency. assistant. 
He has been in the business for a num- 
ber of years. He started with the 
Travelers as an agent. He was general 
agent of the Abraham Lincoln Life in | 
Chicago and more recently was with the 
Northwestern Mutual in that city. Last 
year he won first place in a national 
contest. He was formerly with the 
Union National Bank and _ Fidelity 
Trust Company in Pittsburgh, assisted 
in developing trust accounts and worked 
with agents in joint trust insurance es- 
tate planning development. 





Montana Life Appointments 


Ben Wood has been appointed general 
agent of the Montana Life for southern 
Idaho with headquarters at Boise. He 
had 26 years’ experience in life insurance 
and has lived in Oregon and Idaho for 
41 years. He was connected with the 
old Idaho Life, first as cashier, then sec- 
retary, then secretary and agency direc- 
tor. The company was sold to the Occi- 
dental Life of Los Angeles and Mr. 
Wood was made manager at Boise. Later 
he was division manager at Portland and 
more recently has been general agent of 
the Northwestern National at Boise. 

J. E. Bodine has been appointed gen- 
eral agent for eastern Washington with 
headquarters at Spokane. Larry Linder 
becomes associate general agent. Mr. 
Bodine has been in life insurance work 
at Spokane for the past 14 years. 


Bankers Life, Neb., Appointments 


S. B. Dysart has established his office 
as general agent of the Bankers Life of 
Nebraska in the Metropolitan building, 
Columbia, Mo. For the last eight years 
he has been in the life insurance field 
and previous to that was in merchandis- 
ing and was manager of a chain store. 

H. V. Shelton becomes general agent 
at Springfield, Mo. He was in business 
prior to getting into insurance. 

Eckhoff becomes general agent 
in New Sharon, Ia. Recently he has led 
all the agents. In due season he will 
go to a more convenient city. 

I. E. Drake becomes general agent for 
five counties in southeast Iowa. He en- 
tered the life insurance business in 1910. 








Routt Resigns in Detroit 


C. S. Routt of Detroit has resigned 
as manager of the Acacia Mutual there, 
a position he took in February, - 1935, 
being promoted from manager at To- 
ledo, which position he assumed in July, 
1933. He built up an agency organiza- 
tion of a dozen men in Detroit. He was 
formerly assistant general agent of the 
Mutual Life of New York in Detroit 
and later was home office supervisor of 
the Kansas City Life. He has been in 
the business for a number of years, both 
as manager and doing company agency 
work. Mr. Routt will remain in the 
business in some capacity. He has had 
some offers but he has not decided yet 
on his future as he is taking a vacation. 
He has a wide acquaintance throughout 
the field. 


F. O. H. Williams in Charge 


An error crept into a recent issue re- 
garding Joseph C. Gorton of Hartford, 
who celebrated his 68th birthday and 
Completed 54 years of service with the 

onnecticut General Life, 38 of which 
he has been general agent. The Con- 





necticut Mutual was given as the com- 
Pany and not the Connecticut General. 
Mr, Gorton desires to be relieved of 
Managerial responsibilities and hence 
the Hartford general agency of the 
Connecticut General will be conducted 





ma new home office branch under the 


direction of Frank O. H. Williams, who 
is manager of the company at New 
Haven. He will have charge of both 
offices. 


Karl Wahl Enters Life Field 


Karl S. Wahl of Bismarck, N. D., for- 
merly connected with the North Da- 
kota state compensation bureau, has 
gone with the Northwestern Mutual 
Life under General Agent E. F. Au- 
man of Fargo, N. D. Mr. Wahl will 
have charge of the Bismarck territory. 








Opens New Portsmouth Agency’ 


Union Mutual Life of Portland, Me., 
is opening a new agency for south- 
ern New Hampshire -and_ southern 
Maine territory in Portsmouth, N. H., 
with Joseph Schwartz as manager. He 
is a graduate of the University of New 
Hampshire, class of 1932. Since gradu- 
ating he has been very active in life 
insurance. 





Manufacturers Life in Seattle 


Scott K. Cassil has been appointed 
manager of the Washington office of 
the Manufacturers Life with headquar- 
ters in Seattle. He was formerly one 
of the leading producers in that city for 
the Mutual Benefit Life. He succeeds 
F. A. Nicholson, who has been trans- 
ferred to the Winnipeg office. Agency 
Superintendent A. Kinch will remain in 
Seattle for some days getting Mr. Cas- 
sil properly installed. 


Three New Supervisors 


The Bankers Life of Des Moines has 
appointed three new supervisors: A. N. 
Allen in the St. Louis agency, E. V. 
Gettys in the Pittsburgh agency, and 
V. O. Stailey in the Denver agency. 
Mr. Allen formerly was with the 
Quincy, Ill., agency. 





tual Life in western Pennsylvania. Mr. 


Stailey has been a salesman in the Den- 
ver agency and was a member of the 
President’s Premier club in 1928, 1929, 
1930 and 1935. 


Francisco general agent of the Massa- 
chusetts Mutual Life, who resigned last 
October because of ill health, has re- 
turned to that company as a personal 
producer under John W. Yates, general 
agent, who succeeded him in that po- 
sition. 
than $26,000,000 of life insurance in the 
past 17 years. 


coln National Life, Madison, Wis., has 
appointed Miss 
women’s department manager. She for- 
merly was business secretary of the Oak 
Pars, I, ¥. M. € 
izing the women’s 
scratch. 


manager of the Occidental Life of Cali- 
fornia at Minneapolis. 
had 16 years of experience in life in- 
surance, having represented the Minne- 
sota Mutual Life and several eastern 
companies. 
England. Recently he visited the home 
office of the Occidental at Los Angeles. 


general agent of the Oregon Mutual 
Life, has appointed Clark Wright field 
supervisor in charge of outside agency 
development in that sector. 


his home in Seattle. 
has been with the Travelers, recently 





Binder Back in Business 
H. A. Binder, for many years San 


Mr. Binder has written more 


Forms Women’s Department 
Robert L. Hesse, general agent Lin- 


Esther Williamson, 


She is organ- 
department from 





H. P. Smith with Occidental 
Harold P. Smith has been appointed 


Mr. Smith has 


He is a native of New 





Wright Field Supervisor 
J. J. Patterson, western Washington 


Mr. Wright will continue to make 
For 16 years he 


Mr. Gettys for- 
merly was a producer of the State Mu- 





as assistant manager in Seattle. 





Ohio National Changes 


Frank Mands has been appointed 
Steubenville, O., general agent by the 








Northwestern Mutual Change 








J. WARNER HEINEKAMP 


J. Warner Heinekamp, district agent 
for the Northwestern Mutual Life in 
Atlantic City, N. J., since 1929, has 
been appointed general agent at Tren- 
ton, N. J. Mr. Heinekamp will suc- 
ceed Hugh N. McAfee who is retiring 
as general agent because of ill health. 

Mr. Heinekamp has a broad back- 
ground of salesmanship developed while 
connected with the National Cash 
Register Company, from which firm he 
resigned as district manager to take up 
life insurance work. He has led his 
agency in personal production each year 
with an average exceeding $400,000 an- 








HUGH N. McAFEE 


nually. During the six and a half years 
as district agent, his agency produced 
a total of $3,000,000 of new business. 
Mr. Heinekamp is 50 years old. 

Mr. McAfee became associated with 
the Northwestern Mutual in February, 
1914, as a special agent in the E. H. 
Crouch general agency at Buffalo, N. 
Y. He was appointed general agent at 
Trenton in 1918. After a successful 
career he is retiring to regain his health. 
After recuperating he plans to return to 
personal production for the Northwest- 
ern Mutual Life in the Trenton, N. J., 
agency. 


Write 
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Ohio National, taking full charge in this 
territory where he formerly was on a 
part time basis. William Polangin has 
been named manager at the Youngstown, 
O., office of the F. E. Kramer agency. 


Named Assistant Iowa Manager 


Fred W. Van Rheenan, for the past 
two and a half years with the Pruden- 
tial in Sioux City, has been named 
assistant Iowa manager, with headquar- 
ters in Des Moines. 


Opens New Miami Agency 
The Protective Life of Birmingham 
has opened a new office in Miami with 
T. D. Hutchings as general agent. He 
was formerly: with the home office de- 
tached agency. 





Name New District Managers 


Carl F. Johnson has been named dis- 
trict manager at Grand Rapids, Mich., 
for the United Benefit Life and Mutual 
Benefit Health & Accident, Omaha. J. S. 
Kessler has been appointed district 
manager at McKeesport, Pa. 





Life Agency Notes 

Miss Maritza Barkofcy, formerly with 
one of the fire and casualty groups in 
San Francisco, has joined the John Han- 
cock Mutual Life agency of Karl L 
Brackett as a personal producer. Miss 
Barkofcy served last year as president 
of the San Francisco Insurance Women’s 
League. . 

W. F. Ackerman has been appointed 
manager of the San Diego territory by 
the Northern Life of Seattle. H. C. Mc- 
Donald becomes manager at San Jose. 

H. D. Richardson, county tax commis- 
sioner, has been appointed general agent 
of the Ohio National Life at Irvine, Ky. 
He has been writing life insurance since 
1930. 


Cummings Camp Meeting 


O. Sam Cummings, Texas manager 
Kansas City Life, will hold his annual 
camp meeting at Camp Warnecke, New 
Braunfels, Aug. 2-5. 














NEWS OF LIFE 


ASSOCIATIONS 





New York State Sales Meet 


Connell Is Reelected President of Asso- 
ciation at Schenectady Rally; E. A. 
Murphy Named Vice-President 








Clancy D. Connell was_ reelected 
president of the New York State Life 
Underwriters Association at its spring 





CLANCY D. CONNELL 


meeting in Schenectady. The new vice- 
president is E. A. Murphy of Rochester. 
Jay L. Lee, Buffalo, was reelected sec- 
retary-treasurer. Buffalo is making a 
strong bid for the 1937 annual meeting 
and state sales congress. 





The association voted to promote ac- 
tively the reelection of Julian S. Myrick, 
whose term expires this year, as a trus- 
tee of the National association. As has 
been customary for many years, Mr. 
Myrick gave the closing address at the 
meeting. 


Reports Are Given 


All state associations were repre- 
sented, their reports being given by I. 
B. Ferguson, Keeseville; S. B. Doug- 
las, Albany; P. J. Quilter, Binghamton; 
President Carl S. Hemberger, Buffalo; 
C. W. Stoddart,-Hornell; President W. 
T. Stevens, III, Ithaca; T. M. Palmer, 
Jamestown; Ralph G. Engelsman, nomi- 
nee for president, New York City; Rob- 
ert Hill, Poughkeepsie; E. A. Murphy, 
Rochester; E. J. Berggren, Schenectady; 
W. J. Chapman, St. Lawrence county; 
President F. H. Biederstedt, Syracuse; 
H. P. Mallory, Troy; President H. J. 
Schakelton, Utica, and Leo Brady, 
Watertown. 


Subjects Discussed 


Most of the reports dealt with mem- 
bership, life insurance week, association 
meetings and financial conditions. In 
Binghamton a 60 foot banner advertis- 
ing life insurance week was placed 
across one of the main buildings. This 
association reported that publication ot 
names of members in newspaper adver- 
tising was an effective means of in- 
creasing membership. Mr. Stoddart 
said that the Hornell association would 
be expanded to take in smaller towns 
and cities in the neighborhood. For 
Syracuse, Mr. Biederstedt told of the 
monthly bulletin called “The Spotlight,” 
which is a new venture edited by David 
L. Roberts, manager Equitable of Iowa 
in Syracuse. 

The New York state association has 
no state bulletin but Lloyd Patterson, 
manager of the bulletin issued by the 
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New York City association, 

space in that publication for use 

state organization. 
* 


Offered 
of the 


* 

Elmer Beesley, song leader extraordi. 
nary and Henry Lipes, both of Syracuse 
were the team for musical entertainment, 

* * xX 

Among Schenectady men who worked 
successfully to make the sales congress 
a great success, were Henry F. Condict 
general chairman; Samuel Schneider 
Earl M. Webb, R. D. Head, E. H. Carrol!’ 
Philip Preihs and D. A. Ter Bush, About 
575 registered. 

* *K * 

Vincent B. Coffin, superintendent of 
agents Connecticut Mutual, who was 
among those active in organizing the 
Schenectady association ten years ago 
praised the work of the organization and 
asked members to rise to receive a spe- 
cial word of greeting. 

* ok Ok 

Louis Roth in his talk predicted that 
mortality in the life insurance business 
will be heavy in the next year. He sgaiq 
agents were letting their morale go 
down and that prospects were finding 
out how to get rid of them. 


*x* * x 

Leon Gilbert Simon, business insur- 
ance authority, New York, was present 
at the congress. After the regular ses. 
sions nearly all stayed to hear the dis. 
course of Mr. Simon as presented on the 
phonograph record of the Master Sales 
Talk Recording Company. 


* OK 


Bruchholz New Chicago Head 


Officers and Directors Who Will Be at 
the Helm for the Ensuing 
Year 








Frederick Bruchholz of the New York 
Life of Chicago, who has been vice- 
president of the Chicago Life Un- 


derwriters Association and has been in 


- 





FREDERICK BRUCHHOLZ 


charge since the death of President I. B. 
Jacobs, will be the next regular presi 
dent, having been put in nomination by 
the committee. A. E. McKeough of 
W. A. Alexander & Co., general agents 
of the Penn Mutual, is first vice-presi- 
dent; C. B. Stumes of Stumes & Loeb, 
Penn Mutual, second vice-president; A. 
J. Johannsen, Northwestern Mutual, 
treasurer. 

For two year term directors are J. F. 
Slack, Continental Assurance of Chl- 
cago; L. M. Buckley, Albritton agency, 
Provident Mutual; E. E. Crosby, Hintz- 
peter agency, Mutual Life of New York; 
J. L. Catlett, Acacia Mutual; David 
Dawson, Mutual Trust Life; R. S. Ed- 
wards, Aetna Life. Francis G. Bray % 
the Thurman agency of the New Eng- 
land Mutual is put in for director for 
one year. 

* kK * 

Green Bay, Wis.—M. B. Matteson, man- 
ager Metropolitan Life, has been elected 
president; J. H. Quigley, Mutual Trust 
Life, vice-president; Herbert Quist, Old 
Line Life, secretary, and Walter Wetzel, 
Franklin Life, treasurer. 

Speakers at the annual meeting in- 
clude Allan Porterfield, on “Life Insur- 
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qrusteeship”; J. A. Ebeling, “The 


nce : 5 ‘ 
: n Side of Life Insurance”; James 






ma 
mnileY, “Life Insurance as an Educa- 
tional Force,” and Earle Murray, “Re- 


pility of the Life Underwriter.” 
* * * 

Northern New Jersey—An outing is 
planned for June 8, with a golf tourna- 
ment and other sports, concluding with 
4 dinner. The association’s membership 
has been increased more than 50 percent 
since the first of the year and its sales 
wngress in Newark attracted the larg- 
gst attendance ever recorded in the city. 
Ok oe 


Los Angeles—Jerome Clark, executive 
vice-president Union Central Life, spoke 
st a breakfast-meeting on the many 
sided aspects of life insurance and what 
thy mean to the public. The impor- 
tance of careful training and education 
ofagents was emphasized, together with 
observance of the highest standards of 
grvice to policyholders. It takes two 
years, he remarked, to properly educate 
and develop an efficient life insurance 


sponsi 


ent, 

Ar. Clark also spoke to the Los Ange- 
ls Breakfast Club on “Life Insurance 
asa Financial and Economic Stabilizer.” 

When Mr. Clark arrived in San Fran- 
cisco he was honored at a luncheon and 
“showered” with applications totaling 
$408,000 of life insurance produced by 
the northern California agency, under 
Manager J. W. Rivers. Mr. Clark left 
san Francisco for the Pacific northwest 
to visit agencies before returning to the 
home office. 

* * * 

Gastonia, N. C.—J. M. Smith, Life of 
Virginia, was elected president of the 
newly organized association here. C. H. 
Jones, Metropolitan, is vice-president; N. 
M. Shaeley, Prudential, is treasurer. 

* *K X* 

Columbus, O.—James Preston, sales 
manager Columbus Mutual Life, spoke at 
a meeting at which the Life Managers 
trophy was awarded to the agency hav- 
ing the best average production per man. 

* 


Fort Wayne, Ind.—David Hostetter, 
Home Life, and Oren Pritchard, Union 
Central ,have been nominated as candi- 
dates for the presidency of the Fort 
Wayne association. The election will 
take place at the annual outing June 18. 
Nominees for vice-president are Herbert 
Foelber and Lloyd Armstrong; for sec- 
retary, Esther Moll and Thomas Riddle, 
Jr, and for treasurer, James Geiger. 

* * * 

York, Neb.—Conn. W. Moose, former 
Nebraska commissioner, was the speaker 
at a luncheon sponsored here by busi- 
ness and professional men of this city. 
Mr. Moose, now state manager Columbus 
Mutual Life, presented the story and 
status of insurance in Nebraska. He 
pointed out that insurance is the larg- 
est single business in the state except 
for farming. Of the 650 insurance com- 
panies operating in the state, 156 have 
home offices here. Nebraskans pay $45,- 
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Elected Vice-president of 
New York State Group 











E. A. MURPHY 


E. A. Murphy, newly elected vice- 
president of the New York State Life 
Underwriters Association is Rochester 
manager for the John Hancock Mutual. 
He went there as manager 14 years ago. 
Mr. Murphy started in the life insurance 
business with his present company in 
South Boston, Mass. 32 years ago. He 
was stationed at various times in Brock- 
ton and Roxbury, Mass. He was pro- 
moted to manager in 1920. Mr. Mur- 
phy has been a state committeeman 
since 1923 and served two years as 
president of the Rochester association. 
He is active in the Chamber of Com- 
merce and in the Rochester Rotary 
Club. 








000,000 dollars annually in premiums to 
companies and about $8,000,000 is paid 
annually to beneficiaries and policy- 
holders. 

At present, Mr. Moose said, the Ne- 
braska department is subject to the 
whims of politicians seeking to make it 
a dumping ground for loyal party 
workers. 

He explained that the department an- 
nually realizes in fee $1,700,000, of which 
only $16,000 is required for its own main- 
tenance. The balance, he said, is di- 
verted to the state general fund. 

* * * 

La Porte County, Ind.—E. A. Crane, 
Indianapolis, general agent Northwest- 
ern Mutual, and trustee of the National 
Association of Life Underwriters, spoke 
on the important features accomplished 
by the National association. He stressed 
the valued of recording human interest 


stories and using them effectively in 
daily work. 
* * 
Jackson, Miss.—A breakfast meeting 


of the Mississippi association opened Life 
Insurance Week in Jackson, Miss. More 
than 50 members gathered to hear Maj. 
W. Calvin Wells, vice-president and gen- 
eral counsel of the Lamar Life, on his 
personal interpretation of life insurance 
from his experiences as an attorney and 
as a policyholder. 
* * * 
San Antonio, Texas— Burke Baker, 
president Seaboard Life, was guest 
speaker, discussing “The Robertson In- 
surance Law—a Live Issue After 29 
Years.” He fraced the campaign which 
brought about enactment of the law, 
showing how need for loans for devel- 
opment of farms, residences, and busi- 
ness enterprises caused the legislature 
on second presentation of the proposal 
to pass it despite a strong lobby repre- 
senting out of state life companies. A 
result of the law was that funds for 
loans within the state were increased, 
he said. He suggested that setting up 
a department for making loans in Texas 
was one reason that loans in Texas made 
by insurance companies are now about 
250 percent of loans made in adjoining 
states where great eastern companies 
operate. Other reasons for Texas loan 
funds were listed as high interest rate 
and development of the state. He esti- 
mated that approximately 45 percent of 
premiums collected in the state is in- 
vested in Texas securities. Other states 
have adopted similar measures, he said, 
New York having been a pioneer and 
continuing this type of law until it be- 
came a lending rather than a borrowing 
state. Canada was also cited. 
"* ke 
Kansas—Riley Cunningham, manager 





Metropolitan Life, Wichita, recently 


elected president of the Kansas associa- 
tion, has appointed Vincent J. Probislo, 
district agent of Mutual Life of New 
York at Wichita, as secretary of the 
state association. Mr. Probislo is now 
serving as vice-president of the Wichita 
association of which Mr. Cunningham is 
president. L. B. Brown, Wichita, is the 
retiring secretary. 
* * * 


Waukegan, Ill.—Roy J. Maddigan, as- 
sistant manager Connecticut General 
Life, Chicago, addressed the forward 
division of the chamber of commerce 
during Life Insurance Week on “A Phil- 
osophy of Life.” The talk was under 
auspices of the Waukegan association. 
Mr. Maddigan was introduced by E. F. 
Wightman, district manager of the Con- 
necticut General here. 

* * * 

Michigan—The Grand Rapids associa- 
tion will be host to more than 200 dele- 
gates and members of the state associa- 
tion at the annual convention there Fri- 
day and Saturday of this week. The 
main speakers are to be A. E. Patterson, 
Penn Mutual Life general agent, Chicago; 
Paul Speicher, Research & Review, In- 
dianapolis, and Commissioner Ketcham 
of Michigan. 

* * * 

St. Louis—A. L. Dern, vice-president 
and agency director Lincoln National 
Life, spoke on “This Business of Ours.” 
The membership is rapidly nearing the 
record of 1935 and officers of the asso- 
ciation are hopeful that a new mark will 
be set this year. 


* * * 
Springfield, Dl.—J. Hawley Wilson, 
Peoria, who represents the Massachu- 


setts Mutual Life, will be the principal 
speaker Friday on “Proper Prospecting.” 
* * x* 

Macon, Ga.—Election of officers will 
take place at the June meeting. Presi- 
dent Cecil Whitaker has appointed D. A. 
Walker, L. A. Shirley and Charles Davis 
on the nominating committee. 

* * * 


Madison, Wis.—At a banquet Justice 
Martin of the state supreme court, and 
J. C. Higdon, vice-president of the Busi- 
ness Men’s Assurance, spoke. Walter 
Rhodes, president, was toastmaster. 

* *K 

Jacksonville, Fla.—Dr. R. B. Eutsler, 
professor of insurance and economics, 
University of Florida, spoke at a lunch- 
eon meeting when the winners in the 
essay contest on insurance, conducted 
by the Duval County Federation of 
Women’s Clubs, were announced. Cash 
prizes totaling $75 were distributed. 





Strong Program for Iowa 
Congress This Saturday 














M. L. SELTZER 


The program for the sales congress 
of the Iowa State Life Underwriters 
Association in Cedar Rapids, Saturday 
of this week includes a number of head- 
liners. The principal speakers are: L. 
O. Schriver, general agent Aetna Life 
at Peoria, Ill, and president National 
Association of Life Underwriters, whose 
subject is, “A Century of Progress”; R. 
B. Coolidge, superintendent of agencies 
at the head office of the Aetna Life, who 
will speak on, “Client Building;” John 





Morrell, associate agency manager 


Equitable Life of New York in Chi- 


cago, “Seven Pillars of Wisdom;” 
Ralph M. Hamburger, general agent 
Northwestern Mutual, Minneapolis, 
“Necessary Equipment for Creative 


Selling;” Robert Smythe, a consistent 
producer for the Equitable Life of New 
York in Kingsley, la., “Building a Per- 
manent Business in a Rural Commu- 
nity,” and A. R. Jaqua, associate editor 
“Diamond Life Bulletins,’ published by 
Tus NATIONAL UNDERWRITER, on “Indi- 
vidual Security.” 

The speaker at the luncheon will be 
Clifford DePuy, publisher of the “Un- 
derwriters Review” of Des Moines, on 
“What Constitutes a Successful Life In- 
surance Salesman.” 

C. V. Shepherd, chairman of the ex- 
ecutive and program committee, will act 
as chairman of the morning session. He 
will be presented by M. L. Seltzer, 
Aetna Life general agent in Des Moines 
and president Iowa association. 

Scott M. Burpee of Sioux City, first 
vice-president of the state association, 
will preside in the afternoon and will be 
introduced by F. Wallace Darling, gen- 
eral agent Bankers Life of Iowa in 
Cedar Rapids, who is immediate past 
president of the Iowa state association. 
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FRATERNAL NEWS 


Hear Oklahoma Tax Cases 
in U. S. Court on June 29 


OKLAHOMA CITY, May 21.—A 
three-judge federal district court June 
29 wili hear application of the Modern 
Woodmen to enjoin the Oklahoma fra- 
ternal insurance board from enforcing 
its order revoking license. Judge Vaught 
set the hearing before three judges be- 
cause of constitutional questions pleaded 
by the society’s counsel. The 14th or 
“due process’ amendment and other 
constitutional provisions were cited. The 
hearing will aid in hastening final de- 
cision by the U. S. Supreme Court, 
where it is regarded as certain the case 
will go. , 

Twelve other fraternals joined as in- 








terveners in the proceeding, which 
hinges on whether or not, as the state 
contends, they are selling on an old 
line basis, or are simply doing a fra- 
ternal business and are exempt from 2 
percent premium tax. Many of the so- 
cieties began operating in Oklahoma 
before its statehood, and always have 
been exempt from tax. All other so- 
cieties involved in tax suits are expected 
tc join in the Modern Woodmen case. 
At a meeting of the Oklahoma board, it 
was decided to defer action on licens- 
ing the fraternals, as the board was 
enjoined by the U. S. district court at 
Oklahoma City, from: taking action 
against the Modern Woodmen and the 
other intervening associations pending 
outcome of the suit. 

The state obtained judgment for the 
full amount asked, $24,561, against the 
Praetorians in Oklahoma district court. 


Death of S. S. Baty 


Samuel S. Baty of Lawrence, Kan., 
national secretary of the Standard Life 





Home Office Building 


Cc. L. BIGGS 
Supreme Record Keeper 


THE MACCABEES 


58 Years Old with 203,744 Adult 
and Junior Benefit Members 


* _versary — of the founding 


NEW MEMBERS IN 1935 


Adult—20,746—A gain of 30% over 1934 
Junior-—30,172—A gain of 31% over 1934 


DETROIT, MICHIGAN 


Life, Health, Accident and 
Retirement Income Protec- 
tion. Health, Hospital and 
Relief Service. Two Old 
Age Homes. 


Celebrating this year the 
50th Year—Golden Anni- 


of the Ladies of the Mac- 
cabees, the first fraternal 
benefit society organized 
exclusively for women. 


E. W. THOMPSON 
Supreme Commander 








Insurance in force 


Our Own Home Office Building 


Alex. O. Benz, President 
Wm. F. Kelm, Vice-Presidént 





AID ASSOCIATION FOR LUTHERANS 


APPLETON, WISCONSIN 
The largest legal reserve fraternal life insurance society for 
Lutherans in the United States and Canada, and operating 
strictly within the various Synods of the Synodical Conference. 


wecceeeeeceee ee -160;262,690 
Assets, January 1, 1936..............Over 18,750,000 


Death Benefit 
Sick Benefit 1,367,013.56 
Total Permanent Disabil- 

ity Benefit 
Old Age Benefit 
Cash Surrender 


Thirty-Three Years of Real Fraternal Service 


BENEFITS PAID SINCE 
ORGANIZATION IN 1902 


$ 4,611,738.65 


Wm. H. Zuehlke, Treasurer 
Albert Voecks, Secretary 











of that city, the well known fraternal, 
died at St. Luke’s Hospital in Kansas 
City after an illness of about two weeks. 
He is survived by his widow and a son, 
Francis D. Baty, and a daughter, Miss 
Marcia Baty. 


Honor Yates at Dinner 


J. T. Yates, secretary Woodmen of 
the World and one of its founders, was 
honored at a banquet by 200 members 
of Woodmen Circle, being presented a 
parchment copy of resolutions adopted 
in his honor last July at the national 
convention in New York. 


Great Book Gives 
New Life Reports 


(CONTINUED FROM PAGE 1) 


reference book even approaches the 
full coverage of the “Unique Manual” 
as to policy, rate, dividend, and value 
data alone. 

Perhaps the most amazing of all is 
that this new all-inclusive book is avail- 
able at a low price within the reach of 
thousands of underwriters who could 
not previously afford to purchase the 
several separate books formerly re- 
quired to approximately equal what the 
new “Unique Manual,” in itself, pro- 
vides. 

National Underwriter Life Insurance 
Reports, the outstanding new develop- 
ment of the 1936 “Unique Manual,” sets 
a new standard in this field and is being 
received most enthusiastically. These 
“reports” do not “rate” or give “opin- 
ions,’ but on the contrary present all 
the useful and official facts concerning 
the development and standing of 394 
life companies together with a thorough 
analysis of the latest annual statement, 
which is given in convenient standard- 
ized tabular form for ready reference. 

Beginning with the establishment of 
each company, and showing such items 
as capital and surplus at incorporation, 
these reports show changes since then, 
provisions of charters, stockholders’ 
dividends paid, reinsurances, as well as 
a history of policyholders’ dividends 
and the changes in scale. From the 
“Statistics by Years,’ which gives sig- 
nificant financial and business figures 
for past years, up to and including the 
last five, one may readily get a clear 
picture of any company’s development, 
standing, manner of operation, and ex- 
perience in recent years. ‘The reports 
also show business in force segregated 
by classes, kinds of insurance written, 
retroactive principles in practice, affili- 
ations of the companies, territory and 
official staffs. 


Classification of Investments 


The analysis of assets which heads 
the showing of annual statement in- 
formation gives all the main classes of 
company investments, and includes six 
different classifications of bonds. Each 
of these, together with the other asset 
items, including cash, farm mortgages, 
city mortgages, stocks, real estate, pol- 
icy loans and premium notes, is shown 
with the percentage to total gross as- 
sets. Ten “liability,” eight “income,” 
and twelve “disbursement” items follow, 
and in each of these groups, annuity 
figures are given separately, as is also 
true of the “business written and in 
force” exhibit which comes next. “Man- 
agement expense,” which includes in- 
surance and investment expenses paid, 
but excludes real estate taxes, is one of 
the especially significant disbursement 
items shown. Of paramount interest in 
the gain and loss exhibit are such fig- 
ures as gain and loss from loading, mor- 
tality, interest, investments, and also 
the “net. interest from investments,” 
which is shown right with the amount 
of interest required to maintain reserves. 

The two expense ratios given in the 
“acquisition costs,” and “insurance ex- 
penses, less acquisition cost,” definitely 
divide all major new business costs from 
carrying costs. Each of these is shown 
with the percentages to premiums, and 
in dollars per $1,000 of business. Since 





all the major business expense items 
clearly defined, these figures are ac, 
true costs, and are not merely calcula, 
ones figured out according to an a’ 
trary formula as is true of the busing 
“expense” figures in some reports, 

Throughout the National Underwsi, 
Life Insurance Reports, there is no a 
largement of minor matters, or omisiy 
of essential features. All the vital feel 
have been selected and are presente; j, 
give a true idea of every company 
background and _ present  conditig 
There is even a record of Merger 
changes in name, reinsurances, yj 
liquidations since 1909, to assist unde, 
writers in digging up data on companie 
no longer in the business. In 
everything of consequence concerpigd 
all legal reserve companies (but tJ 
“opinions”) is covered. 


Complete “All-in-One” 


But the “reports” are not all by ay 
means. The “Unique Manual” also pry 
vides far and away more data on poligy 
provisions, rates, costs, and values thay 
any other single reference book, by. 
ring none. Most insurance men are {. 
miliar with this part of the “Uniqy 
Manual,” as for nearly 40 years it ha 
been the exceptionally broad scope 
its policy and cost data on which the 
“Unique Manual” has attained its wide 
popularity. It is used regularly by 
practically every actuary in Americ: 

For each company there is a stani. 
ardized, easy-to-grasp synopsis of the 
contract, bringing to light some 80 in. 
portant policy points and company 
practices. Premium rates for all prin. 
cipal policies are given at every age, in- 
cluding important special policy forms 
and, of course, disability and double in- 
demnity rates. Rates on approximately 
3,500 contracts, not shown in_ other 
books, are given in the “Unique Man- 
ual.” There is also a list of all pol. 
cies issued given with sample rates, in- 
cluding the most unusual forms. The 
“Unique Manual” has always special: 
ized in digging out the “obscure” in- 
formation which gives it special value 
in that it shows what other references 
overlook as unimportant. 

Cash, loan, paid-up and_ extended 
values are given at every age for or 
dinary life for all large companies, and 
at five-year ages for all other popular 
contracts of all companies. Over 100 
pages of reserve tables are included, and 
a large special section is devoted to 
annuities. 

Whether purchased as a financial re/- 
erence, or as a book of policy, cost and 
valuable data, the “Unique Manual” ex- 
cels in completeness anything else 0 
the kind. Furthermore, it offers an ex 
traordinary advantage in price, it } 
really two books for the price of one, 
yet it is published in one single volume 
of convenient desk size. 

Every agent who finds it desirable to 
give a close study to any life insurance 
company should have a copy of the new 
Unique Manual Digest which includes 
the National Underwriter Life Insur- 
ance Reports. Companies and field men 
that have been buying two books, ont 
on financial exhibits and the other o 
policies and rates, can cover both fields 
with this new single, but dual-purpost 
reference. Many undoubtedly consider 
it an advantage that the “Umiaue 
Manual” does not contain “opinions 0! 
the publisher on individual companies. 

Advance orders for the new 1936 
“Unique Manual” are rapidly being 
shipped and while a limited quantity 
of extra copies has been printed, they 
are going fast and it won’t be very !0n8 
before the supply is exhausted. For 
prompt delivery, send your order ™ 
now, direct to The National Underwrit- 
er’s Statistical Department at 420 Fast 
Fourth street, Cincinnati. The single 
copy price is $5.00. 


Set April Total $59,782,000 — 
Total production in New York “4 
in April is estimated to have been ol 
782,000, the New York City Life Under 
writers Association announced. 
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IDEAS AND SUGGESTIONS 





SALES 








Selling Methods Analyzed at 
New York Congress ® sats =. ricuman 





Louis C. Roth, million dollar pro- 
ducer Mutual Benefit, Buffalo, told the 
New York state sales congress in 
Schenectady, that the essential selling 
appeals which got business in 1929 get 
business today. As a foundation for 
sling Mr. Roth says an agent must 
think right about his country, business, 
company, general agent or manager, fel- 
low agents and himself. He should an- 
alyze his attitude toward each of these 
factors and if there is disharmony in 
any of these relations, that disharmony 
should be removed quickly. 

Men buy, declared Mr. Roth, because 
some agent went to their homes or of- 
fces to sell them. His own selling is 
done, he believes, because he is in 
homes and offices talking about life in- 
surance frequently enough to be there 
when favorable decisions are made. 


Ask Prospect for Whom 
He Is Creating Estate 


Mr. Roth quoted W. H. Beers as pro- 
viding him with his most effective ap- 
proach, “For whom are you creating 
your estate?” When the prospect says 
that he is creating an estate for himself, 
Mr. Roth points out that whether he 
wants to or not the prospect is creating 
an estate for someone else. Then the 
problem is to have that estate in the 
best kind of property for those who are 
going to receive it. There naturally fol- 
lows the question “In what form of 
investment may money be placed to 
solve that problem better than does life 
insurance?” ‘ 

Three points for testing any property 
are: First, is it the best kind of prop- 
erty if I die? Second, is it the best kind 
of property should I need an income? 
Third, is it the best kind of property if 
it becomes necessary to sell? This three 
point test is effective for regular selling 
but is also an answer to the man who 
makes the inflation objection. — 

For prospects, Mr. Roth lists only 
men with whom he has had a satisfac- 
tory interview and to whom he expects 
to sell. He knows what he is going to 
do by checking his prospect inventory, 
which is a list offering potential pur- 
chase of one-half million dollars. 
Planning Is Outlining 

of Major Objectives 

Harry Phillips, Jr., million dollar pro- 
ducer Penn Mutual in the Ralph En- 
gelsman agency, New York City, gave 
a talk on planned selling. He divided 
Planning into the outlining of major 
objectives to be sought by the salesman 
over the year and the planning of each 
individual sale. For the first he advises 
that the agent write down the amount 
he wants to earn im first year commis- 
sions during the year, figured on the 
basis of $10.00 per thousand to allow 
or annuity sales, term and lapses. 

He would then set up a hypothetical 
table of cases graded by amounts as for 
71 cases a year, one $50,000 case, four 
$25,000 cases, twenty $10,000 cases, etc. 
Each week the agent may check his 
performance against his case quota to 
determine whether he is getting enough 
arge cases to make his total and 
nough small cases to keep in selling 
trim and practice. Failure in either di- 
Vision is likely to prove fatal. He said 
It was as easy to get into the rut of 
doing business as into the failure rut. 


Prospect Book 
Good Sales Aid 


Instead of using prospect cards he 
uses a loose-leaf book, pocket size, which 








he can carry along with him at all 
times. He finds his clients and pros- 
pects interested in looking at their own 
sheets in this book. 

Mr. Phillips advocates that every life 
insurance man send out some advertis- 
ing each month bearing his own name. 
Prestige is the most valuable possession 
of a life agent. He, himself, sends out 
to attorneys and accountants, booklets 
and tools valuable to them in their tax 
work. Both to these men and to pros- 
pects, Mr. Phillips has given many 
copies of the tax econometer published 
by Tue NATIONAL UNDERWRITER. 


Planning of Sale 
Should Receive Care 


Planning the individual sale should 
be done with utmost care. The agent 
does well, says Mr. Phillips, to enter 
the prospect’s presence ready to pre- 
sent a very definite proposal but equally 
ready to permit interruption by the 
prospect. The prospect’s reaction to 
the definite proposal is very often a di- 
rect request for the imaginative agent 
to present some other definite proposal. 
In presenting business insurance, Mr. 
Phillips takes along a copy of Dun & 
Bradstreet’s report as he finds that 
many of them have never seen the re- 
ports on their own firms. 


Agent Should Have 
Life Insurance Religion 


Henry E. North, vice-president 
Metropolitan Life, at the noon lunch- 
eon, emphasized that an agent to be 
effective should have life insurance re- 
ligion, should qualify himself for service 
with knowledge, plan his work, build 
sales logically to a close and sell life 
insurance performance, not policies. 


* * * 


Jay L. Lee, manager Phoenix Mutual 
Life at Buffalo, told the stories of sev- 
etal Buffalo leading agents: Bruce 
Sweet, Berkshire; Arthur Beck, Pru- 
dential; Carl Hemberger, Home Life; 
Louis Roth, Mutual Benefit; Maurice 
Taber and Milton Cedarquist, ‘Trav- 
elers; Charles Hinkley, New Eng- 
land Mutual; Harlan Walker, Travel- 
ers; George A. Busch, free lance, and 
Clay Hamlin, Mutual Benefit. 

Mr. Lee summarized the methods of 
these men by saying that each used 
carefully organized sales talks, visual 
presentation methods, rigid time man- 
agement, a ten call per day schedule, a 
ten new contract per week quota, con- 
secutive production, a secretary, sim- 
plicity and courage. 

Mr. Sweet wrote $50,000 the first year 
and started on the upward path when 
he learned a definite sales talk and be- 
gan to give it. In five years he was 
leading his company and is a life time 
member of the million dollar club. He 
now closes one sale to each 3.1 inter- 
views. 

Arthur Beck uses organized sales 
talks, usually the two-interview system, 
although he tries to close on the first 
interview where any opening presents 
itself. He tries constantly to excel his 
own past performance. He once pro- 
duced an application a day for ninety 
consecutive days and has gone at one 
time for eighty-three weeks producing 
two applications a week or better. He 


spends one hour a day in planning and 
Saturday afternoons in study. 

Carl Hemberger orgarlized a bowling 
club and from this small group of 50 
gets $50,000 a year in production. 
makes forty calls per week. 


He 





Milton O. Cedarquist dates his rise 
from mediocrity on the day when he 
began study for his C. L. U. degree. 
He sells all types; writes about 200 
cases a year; tells his prospect there 
are 1001 ways to save but only one way 
to protect the family and obtain secur- 
ity. 

"etia Stevenson’s book on selling life 
insurance brought Fred Turneau, an 
automobile salesman, into the business. 
His approach is, “I am looking for a 
job as your life insurance man. Here 
is what I have done for myself.” Then 
he shows his own program. He never 
calls on a man unless he knows him, 
and has two first interviews daily. 


Entered the Business 

When Owing $6,000 

Louis Roth came into the business 
owing $6,000, sold his first policy on 
the way home after getting his contract, 
got out of debt in seven months and 
has been a successful producer for 13 
years. He phones cold names for in- 
terviews, gives service after the sale is 
made and will not call on a man who 
qualifies as a friend. Mr. Lee said Mr. 
Roth once had the misfortune to get 
into a golf game with an excellent pros- 
pect and thereby lost a possible cus- 
tomer. 

When Maurice Taber took the posi- 
tion that all men were liars when they 
said, “I can’t afford it” but that not all 
of them were bad liars he began to get 
business. If the objection comes at the 
end of a presentation, Mr. Taber says, 
“Can you afford to commit your family 





to a program of having nothing to 
spend?” 

He names the period until children 
are of an earning age as the period of 
acute dependency. When a wife faces 
acute dependency, either the deceased 
husband has already cured it or the 
wife will pay. Mr. Taber never does 
selling itself until he has accumulated 
at least 10 picture taking interviews. In 
1935 he beat his 1928 record. 

Charles Hinkley makes eight to 10 
cold canvasses a day when he is out. 
He says that his business began to go 
up when he found that a wealthy man’s 
“No” was no worse than a poor man’s 
“No,” but his “Yes” was a great deal 
better. 


Methods of Approach 
Given as Illustrations 


Short change yourself a dollar a day 
and get $10,000. That is an opening of 
Harlan Walker. Men are flattered by 
a large program, says George Busch. 
Keep the program simple. Ask ques- 
tions and have egotism without being 
offensive. 

Clay Hamlin won his battle when 
he licked the only person standing in 
his way: Clay Hamlin. His motto is: 
The beginning of definiteness is the end 
of confusion. When he had stuck to 
a definite program for 60 days the bat- 
tle was won. He has what he calls his 
one to 31 list, the men he takes to lunch, 
the men who can buy, men who can 
give him prospects and men who can 
give him inspiration. 





Effective Methods of Closing 
Given at Chicago Clinic 





Effective methods of closing a sale 
were presented by Chicago agents of 
the Penn Mutual Life at the sales clinic 
sponsored by the Chicago Association 
of Life Underwriters. John H. Sher- 
man, manager life department of W. A. 
Alexander & Co. agency, was chairman 
of the program. ; 

The approach was characterized as the 
beginning of the close by John C. Bick 
of the A. E. Patterson agency, who 
paid for $106,000 his first year in the 
business in 1930 and the first four 
months of 1936 has maintained a quota 
which will total $300,000 for the year. 
“In the first step of your approach you 
have actually started to secure the busi- 
ness by making your prospect well dis- 
posed toward you,” he declared. 


Essentials Are Given 


First essentials are a neat and busi- 
nesslike appearance and a_ reasonable 
indication of a pleasing personality. In 
getting acquainted, the agent should, if 
possible, make reference to a friend of 
the prospect as this usually results in 
getting him well disposed. The agent 
should also try to get his cooperation, 
even in some trivial matter, as soon as 
possible, as this will bring him a step 
closer to the sale. For instance, he can 
ask the prospect for a sheet of his 
scratch paper and pencil and follow this 
up by saying, “Like most successful men 
with responsibilities, I assume that you 
own what you consider a reasonable 
amount of life insurance, don’t you?” 
The resulting answer will secure his co- 
operation early in the interview. 


Affirmative Attitude Necessary 


The next step is getting the prospect 
in an affirmative state of mind by ask- 
ing carefully selected questions. The 
agent suggests a monthly income plan 
until the children can become self-sup- 
porting, asking the prospect for his ap- 
proval. If he agrees, the agent can fol- 
low up with other questions which will 





determine the amount of monthly in- 
come necessary, work out details of the 
plan and gradually develop the inter- 
view to a definite point. 

The method of premium payment is 
then taken up, the prospect either agree- 
ing or objecting as to the amount he can 
afford and the method of payment. The 
agent then suggests a medical examina- 
tion, asks for a premium deposit and 
proceeds to close. However, the entire 
procedure is developed step by step, 
making the beginning of the interview 
as important as the end. 


Motivation Is Discussed 


The use of motivation in closing the 
family protection sale was discussed by 
Walter N. Hiller of the Stumes & Loeb 
agency, who is past president Chicago 
chapter, Chartered Life Underwriters, 
and in 11 years has paid for $13,000,000, 
exclusive of group business. 

The appeal to ego is a strong mo- 
tivating force, stated Mr. Hiller, and can 
be successfully used even with the big- 
gest men. There are two opportunities 
of motivating a man: The first is trying 
to sell an examination in order to get 
a policy issued and the second is to 
ciose the sale after the policy is issued. 
In encountering objections, Mr. Hiller 
suggested trying to overcome them, 
rather than answering them. 


Overcoming Procrastination 


In meeting the objection of procrasti- 
nation, Mr. Hiller uses this remark suc- 
cessfully: “Mr. Jones, the day that you 
should be examined for this life insur- 
ance is the day before you won’t be able 
to get it—now you tell me what day 
you and I should arrange for your ex- 
amination.” If a prospect insists on 
“thinking it over’ for a few days, Mr. 
Hiller tells the prospect he does not 
want the responsibility of holding the 
policy that long and very often succeeds 
in getting settlement for preliminary 
term insurace by pointing out that for 
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a small amount the prospect can have 
30 or 60 days to “think it over.” 

Mr. Hiller urged agents to talk a 
man’s own language, and avoid tech- 
nical and complicated terms. “When 
we talk non-forfeiture provisions to a 
man, he certainly will not understand 
what we are talking about. We must 
motivate a man by speaking in terms 
that he knows and in playing up to his 
own likes and dislikes, hobbies and 
weaknesses.” 


Visual Selling Successful 


In regard to visual selling, he de- 
scribed his successful use of the budget 
arrangement plan developed by the 
Diamond Life Agents Service. The 
problem is simply one of rearranging a 
man’s budget to show him where he 
may be topheavy in some departments 
of his family expenditures. He carries 
several tables, each one providing for a 
certain amount of monthly earnings. He 
selects the table he thinks will be ap- 
plicable to the prospect’s situation, fills 
in the figures as given him, and then 
breaks down the prospect’s present life 
insurance program to show what it will 
provide. He then introduces the family 
income plan and fits it into the budget 
by rearranging the items. : 

Motivation is the selling device that 
changes “ought to do something” to 
“want to do something,” declared Rob- 
ert H. Wienecke, director of education 
in the life insurance department of W. 
A. Alexander & Co. agency, who dis- 
cussed motivation in selling retirement 
income. 

Motivation Is Defined 


Motivation is imagination in action, 
stated Mr. Wienecke, but he pointed out 
that unfortunately a man’s imagination 
is not self-starting. Imagination works 
two ways, he pointed out, in that “first, 
we must have imagination so that we 
can conceive our ideas and formulate 
them, and second, we have got to get 
the prospect to start his imagination 
and see in his own mind what we are 
driving at.” 

He gave a practical illustration in talk- 
ing to a prospect who has agreed that 
this plan might be a good idea, but who 
“thought that he would just do it by 
himself—buy stocks, bonds, mortgages 
and all that sort of thing. 


Illustration Is Cited 


“And so we reply, ‘Well, John, we 
can’t help but agree with you. If you 
ever intend to be rich, you can’t do it 
through this plan that I am suggesting 
to you. However, one of these days you 
are going to go to Europe, but when you 
do, you are going to give some thought 
to the boat and the line that you travel 
on, aren’t you? 

‘Suppose it happened there were only 
two boats going to Europe. One had 
the reputation of only landing five out 
of every 100 passengers it took on board. 
The other boat enjoys the reputation of 
landing 100 out of every 100 passengers, 
Frankly, John, which boat would you go 
to Europe on? 

“Well, retirement income is the same 
sort of thing. Statistics over the last 
100 years have shown that only five out 
of every 100 men that reach age 65 are 
financially independent and so this plan 
that I am talking to you about is sturdy, 
strong—not very flashy, but it will do 
what you want it to do.’ 


Good Stories Are Valuable 


“TI have more of those stories and so 
have you. If you think back over your 
own experiences, you’ find in them a 
story that fits each situation. Dress it 
up, tell the details, make it interesting, 
dynamic and watch your prospect change 
from a dull, uninterested man leaning 
back in his chair to a young fellow full 
of imagination, leaning forward paying 
attention to what you’ve got to say. Can 
you imagine your prospect buying the 
plan you are going to offer him tonight? 
Is it human—is it real—is it what he is 
going to want to do? If it is and you 
have had your imagination working so 
that you can stimulate his, he’ll buy.” 





Travelers and Aetna Life 
Are Hit in Illinois Opinion 
(CONTINUED FROM PAGE 1) 


of its business except accident and 
health and life. Today the only new 
compensation and liability risks that are 
being handled by the Aetna Life are 
those in the New England states and 
New York. 

Insurance Director Palmer of Illinois, 
who requested the attorney-general to 
render an opinion on the point, has 
issued no ruling, nor has he issued a 
statement as to what he intends to do. 

The attorney-general states that for- 
eign life companies are not authorized 
to write lines in Illinois which are not 
permitted to domestic life companies. 

Domestic companies are permitted to 
write only life, accident and health. In 
1932, section 3-A was added to the life 
act, reading: “However, no such com- 
pany shall be admitted to transact in 
this state any kind of business which a 
life insurance company, organized in this 
state, is not permitted to transact.” 

The Travelers and Aetna Life are 
represented as taking the position that 
this amendment cannot be construed to 
apply to companies previously admitted 
to write compensation and liability. 


Of National Importance 


This opinion is of first importance to 
the Travelers particularly because pre- 
sumably a ruling of Mr. Palmer would 
affect the nation-wide operations of that 
company. That is, it is not improbable 
that Mr. Palmer will rule that a life 
company which handles compensation 
and liability in any part of the country 
would be ineligible in Illinois. 

The opinion of the attorney-general 
follows closely another opinion in which 
he held that stock casualty companies 
and London Lloyds could not write so- 
called bankers blanket bonds in the 
state. Mr. Palmer issued a ruling against 
such bonds after the opinion was handed 
down. 

Both of these issues had been raised 
previously by the insurance director and 
the controversy about them was tied in- 
to the proposed insurance code situa- 
tion in that state. 

It is likely that the Travelers and 
Aetna Life will act in concert in con- 
nection with the Illinois situation, 
although the Aetna Life does not have 
as much at stake as does the Travelers. 


Issue Previously Raised 


When a few months ago Mr. Palmer 
challenged the right of the Travelers 
and the Aetna Life to write compensa- 
tion and liability, L. J. Kempf of the 
Travelers home office went to Chicago 
and he was assisted by Howard Ellis 
of the Chicago law firm of Kirkland, 
Fleming, Green, Martin & Ellis. 

Mr. Palmer several months ago first 
raised the issue about a life company 
assuming liability on account of casualty 
coverages. At that time the Illinois in- 
surance code was on the tapis. The code, 
as drawn, would have definitely pro- 
hibited a life company from assuming 
such liability. After several conferences, 
Mr. Palmer agreed to insert in the code 
a provision giving life companies that 
were then engaging in the casualty busi- 
ness five years to divorce themselves 
from that business with a proviso that 
an additional five years might be granted 
at the discretion of the insurance depart- 
ment. The code, however, did not pass. 


Government Needs Trained 
Actuaries, Parker States 


(CONTINUED FROM PAGE 1) 


come tax returns, tax problems, etc. The 
Bureau of Labor Statistics, while it 
has many competent statisticians, also 
needs trained actuaries to assist in 
problems dealing with age distribution, 
death and sickness rates, etc., bearing 
aan upon the social insurance prob- 
em. 

There is great opportunity in the Bu- 





reau of Census for actuarial work in 
securing from the material all informa- 
tion available of practical advantage 
and interest to the public. In the Vet- 
erans Administration, Mr. Parker said, 
are consolidated the Bureau of Pen- 
sions, National Home for Disabled Vol- 
unteer Soldiers and United States Vet- 
erans Bureau, its duties including super- 
vision and administration of payment 
of pensions, war risk insurance and 
world war veterans’ bonus, where not 
only is actuarial advice. needed, but, he 
said, constant actuarial direction. 

In connection with the retirement act 
in the Civil Service Commission a full 
time actuarial adviser should be main- 
tained. Similarly the railroad retire- 
ment act calls for actuarial surveys and 
analyses. The Central Statistical Board 
established by Congress in 1935 for a 
five year period, also is a field for the 
trained actuarial mind. 


Other Avenues of Service 


Mr. Parker said the board of gover- 
nors of the federal reserve bank sys- 
tem should have use for actuarial ad- 
vice in connection with fixing discount 
rates from time to time and are in 
need of actuarial assistance in the Fed- 
eral Deposit Insurance Corporation and 
Federal Savings & Loan Insurance 
Corporation established under the na- 
tional housing act, as well as in many 
other federal government departments. 

In the states, actuaries are needed in 
administering relief departments, de- 
partments dealing with pensions to state 
employes and ordinary citizens, etc. 


Membership Is Growing 


Membership of the Actuarial Society 
of America increased 10 percent last 
year, 62 members, or a total of 676, he 
reported. There were 31 associates 
that became fellows in 1935 and 77 new 
associates were added. He noted full 
cooperation with the American Institute 
of Actuaries. 

The papers presented before the Ac- 
tuarial Society Thursday were: “Exten- 
sion of the American Men Table to Age 
Zero,” Walter G. Bowerman, assistant 
actuary New York Life; “A New Method 
for Calculating Dividends According to 
the Contribution Formula,” Kingsland 
Camp, Equitable Life of New York; 
“Mortality Experience and Other As- 
pects of Insurance for Larger Amounts,” 
E. W. Marshall, vice-president and ac- 
tuary Provident Mutual; “Mortality Ex- 
perience of the State Mutual Life,” R. 
C. Guest, assistant actuary State Mutual. 


Sales Records Set in Life 
Insurance Week Campaign 
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State Life of Indiana, vice-general chair- 
man of the week’s activities, estimated 
that 100,000 persons in Indianapolis 
were contacted by the life underwriters 
during the week. Sales totaled $4,200,- 
G00 upon 3,200 applications, an increase 
of approximately 5 percent over 1935. 
Indianapolis won first prize in national 
competition in 1935. 

An aggregate quota of $750,000 paid 
up business set by the Chattanooga As- 
sociation of Life Underwriters for the 
week is thought to have been surpassed. 


COLUMBUS, 0. 


The 15 life agencies which took part 
in the Life Insurance Week sales con- 
test in Columbus under the auspices of 
the Columbus association wrote $778,000 
in insurance and $28,220 in annuities. 
The Penn Mutual agency scored 643 
points per mah; John Hancock 578; 
New England Mutual 568; Connecticut 
General 350 and Mutual Benefit 267. 
Besides these a number of fine individ- 
ual records were made. The Penn Mu- 
tual, which has ranked first a number 
of times, was presented a plaque, the 
gift of the Life Managers Association. 


MILWAUKEE 


_ Forty life agencies reporting on new 
insurance written in Milwaukee during 
Life Insurance Week reported 2,168 





—— 
policies for a total of $4,842,669, accor. 
ing to Russell Thierbach, assistant gi. 
rector of agencies Northwestern Mutual 
Life, chairman of the reports commit. 
tee. The volume exceeds that of a 
year ago, but the greatest gain was in 
the, number of lives which incréageg 
some 300. j 


Program for the American 
Institute Meeting Is Given 


(CONTINUED FROM PAGE 3) + 


Settlement options involving life cop. 
tingencies at the time the beneficiary js 
designated? Are applications rejected if 
desired proof is not submitted? 
__ ‘What mechanical methods of prepar. 
ing rate books and policy forms haye 
ee — practicable?” : 
e last topic is accounting practi 

“When an assured having - fee 
premium policy makes it completely paid 
up by a lump sum payment, what 
methods are used and how is the ac- 
counting handled? 


Mortgage Delinquencies 


“What methods of accounting are used 

for mortgage delinquencies? 
_ “What methods are used in determin. 
ing the book value of refunding bonds 
accepted in lieu of defaulting ponds 
bearing higher interest rates?” 

Some significance is seen in the fact 
that instead of the usual seven or eight 
topics for informal discussion there are 
only five this year. That would seem 
to indicate that the governing committee 
did not want to overload the program 
knowing that the Minneapolis-St. Paul 
hosts are to provide some lighter 
touches. 


Federal Union Life Case 


M. J. Keefe of Cincinnati, special dep- 
uty of the Ohio division of insurance in 
the case of Federal Union Life of Cin- 
cinnati and others working on the case, 
have filed with the department of insur- 
ance plans for its rehabilitation. These 
will be submitted to the court for ap- 
proval as soon as they are approved by 
the department, which is now examining 
them. The department has appealed to 
the court of appeals at Columbus from a 
ruling of the common pleas court, which 
allowed President C. C. Williams and an- 
other official, salary for the period in 
which the company was in the hands of 
the federal court. 

Payment of death claims in full, a 
five-year moratorium on loans and cash 
surrenders, a lien sufficient to equalize 
assets and liabilities, organization of a 
new company with $100,000 capital and 
$300,000 surplus, and issuance of de- 
ferred participating warrants to all 
stockholders of the present company on 
a basis of one warrant per share, the 
warrants to receive 15 percent of the net 
profit of the company after 15 years, are 
contemplated in a reorganization plan 
submitted the Ohio department for the 
Federal Union, by Earl Pfitzer, chair- 
man of the Policyholders Protective As- 
sociation. Mr. Pfitzer asserts that a f- 
nancial institution has pledged $400,000 
cash in the event his plan is approved 
to reorganize the company. 


Hutchinson Is New President 


H. R. Hutchinson, vice-president and 
secretary American Reserve Life of 
Omaha, was elected president of the 
Insurance Institute. of Nebraska and 
Miss Dorothy Waite, Cosmopolitan Old 
Line Life of Lincoln, was elected secre- 
tary at the meeting in Omaha. 
James, secretary of the Midwest. Life of 
Lincoln, is the retiring president. F. lL. 
Sveska, Omaha general agent for the 
Pacific Mutual Life, spoke on “The 
Viewpoint of the Field Man on Matters 
of Home Office Cooperation.” 


Morris Sichel, top-notch producer of 
the John W. Yates agency for the Mas- 
sachusetts Mutual Life at Los Angeles 
in the three-quarter million class, a¢- 
companied by Mrs. Sichel, is on a threé- 
month vacation trip to Europe. 





